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Chicago Show to Run Concurrent with N.Y. 


CHRYSLER REVISES CONTRACTS 


Truck Ruling Seen en Step to Uniform Laws 


Closed Territories Set; 
Cancellations Protected 


By William C. Callahan 
Managing Editor, ADN 
DETROIT.—Drastic revision in the sales agreement 
relations among the various divisions of the Chrysler 
Corp., and their respective distributors and dealers, is an- 


Sparks 


es 
Butler Bantamized 
Eagle’s Scream Heard 
Nash Pet Produces 
Courtney Johnson Triumph 


. By 
Chris Sinsabaugh 


ITTLE but oh my! is the 
reaction I have after attending 
“open house” 
American Ban- 

tam at its plant 

in Butler, Pa., 

last Tuesday. 

You naturally 

look on Bantam 

as a diminutive 

chicken in 

the rooster-hen 

family; sorta 

shetland pony if 


L 


the 


you are think-| 
ing equinely, | 
reality | 


but in 

it is a little 

giant in the automobile group, 

with courage enough to brave the 

sharp recessional winds and really 

begin operations 
this year. 

* x * 


AT THAT time most of the | 
automobile industry was “in the} 


blue” so far as spirits were con- 
cerned and some of them “in the | 
red” on the books. Yet aggressive 
Roy Evans, head of the House of 
Bantam, went ahead with the 
plans he had made last summer 
after he had taken over the 
Austin plant at Butler, 
he proposed to build a line of 


(Continued on Page 19, Col. 1) 


The Top Ten 
PASSENGER CARS 
First Ten in Registration 
as Reported in ADN Today. 


' 1938 1937 
Pos. Pos. 


1—16,175 25,714— 2 
2—15,834 Ford 27,428— 1 
3— 8,219 Plym. 19,349— 3 
4— 4,884 Buick 6,042— 7 
5— 3,538 Dodge 9,154— 4 
6— 3,424 Pontiac 6,690— 5 
7— 2,986 Olds. 6,195— 6 
8— 1,788 Chrys. 2,893— 9 
9— 1,632 Pack. 2,722—10 
10— 1,487 DeSoto 2,287—12 
Total All Makes 
66,523 119,890 


For complete standing of ali makes, 
see page 17, this issue. 


Make 
Chev. 


staged by | 


in January of | 
| runners under CATA sponsorship. | 


in which | 


Makers I Pledge| pm 
Support to 39th 
Event, Nov.. 12-19 


Bookings at Amphitheatre 
Cause Simultaneous 
Shows First Time 


CHICAGO.—For the first 
time in history, Chicago 
will stage its annual auto- 
mobile show during the 
| Same week as the New York 
| exposition. The International 
Amphitheatre will again be the 
scene. 

H. T. Hollingshead, president 
of the Chicago Automobile Trade 
Assn., the sponsoring organiza- 
tion, revealed this week that the 
dates of the 39th annual 


cago show thus will 


| in New York. 
Hollingshead, 


who has 


cago shows in an official capacity, 





the same scale as to their fore- 


“Before setting our dates for 
the 1938 show, we consulted all 
| manufacturers,” said Hollings- 
head. “Plans are already under 
| way for staging another brilliant 
show that will be a real credit to 
| (Continued on Page 11, Col. 1) 


R.L Dealers Kill 
Bill to Regulate 
| Motor Industry | 


| 
PROVIDENCE.—Dealers, sales- 
}men and others directly connected 
|with the automotive industry in 
Rhode Island proved this week 
what can be done in the way of 
successful “lobbying,” when they 
succeeded in killing a legislative 
attempt to regulate dealers, sales- 
men, manufacturers, factory 
branches, distributor branches, 
factory and distributor represen- 
tatives and finance companies. 
Of obscure origin, a bill recently 
presented in the senate would 
have created a three-man state 
commission to license salesmen 
and regulate various branches of 
the industry. The commission also 
would have power to outlaw as- 
signment of sales contracts to 
specific finance companies. 
Scheduled for a public hearing 
by the senate finance committee 
on Tuesday of this week, the bill 
encountered stiff opposition from 


(Continued on Page 8, Col. 1) 


show | 
| here will be Nov. 12-19. The Chi- | 
open and) 
close one day later than the one | 5s : 
‘ Business Offers 
een | 
identified with the past four Chi- | 


also made known that the manu- | 
|facturers have pledged their sup- | 
| port to the forthcoming event on | 


committee, 
|John D. Biggers, 
}census directors and president of 





K. T. Keller 


Chrysler head rewrites his 


de alers’ contracts 


New Program for 
Industrial Peace | 


Spec al to Automot 7% Da \ 
WASHINGTON. A meal in- 
dustrial peace program, including 
a drastic revision of the Wagner 
Act and a curbing of the powers 


here Thursday by the industrial 
relations committee of President 
Roosevelt’s business advisory 
council. 

The suggestions of the council 
which is headed by 
unemployment 


| Libbey-Owens-Ford Glass Co., and 

Charles R. Hook, National Assn. 

of Manufacturers, dealt severely 

with the failure of the labor —_ 
_¢ ontinued « on » Page 19, Col. 5 


i their views. 





16 


of the NLRB, was recommended | 


nounced this week by K. T. 


Keller, president. The new 


contract is the result of intensive study by officials of the 
corporation. Changes were discussed more than a month 


ago by 1,000 field men who 
Under the 


terms of the new contract, dis- 
tributors and dealers are granted: 
Conditions tantamount to 
closed territory on all Dodge, 
De Soto and Chrysler units and 
partially closed territory in the 
case of Plymouth. 
2 Protection against cancella- 
tion in less than 90 days’ 
notice, while at the same time 
dealers may cancel their agree- 
ments on 15 days’ notice. 
3 Repurchase of current model 
e cars and undamaged new 
parts and accessories in the dis- 
tributor’s stock for cars of the 
three previous models. 
4 Protection against 
* changes. 
= 
0 


price 


Greater protection against 
bootlegging. 

Assures dealers that cars will 
be shipped only on order. 

All in all, the new agreement 
provides the dealer with an in- 
strument of tangible value at his 
bank, since the definite repur- 
chase clauses assure him a ready 
customer for his stock in event 
of cancellation. 

On the other hand, the new 
agreement does not materially 
affect the policies under which 
the corporation’s units have been 
operating with their dealers and 
(Continued on Page 2, Col. 1) 


Hearin 2 on Pa. ‘Little NRA’ 


Halted by € 


By George E. Shelley 
Staff Correspondent, ADN 
HARRISBURG, Pa. (UTPS).— 
Hearing of the constitutionality 
of Pennsylvania’s “Little NRA,” 
which created a motor vehicle 
dealers’ commission, has been 
continued indefinitely following a 
sudden halt during the opening 
session when counsel disagreed 
on method of procedure. 
Meantime, counsel for both 
sides will seek agreement on 
facts, which will eliminate taking 
of testimony in court, and argu- 
ments will then be presented on 
legal questions involved. 
The hearing on the 1937 law 


Court Dispute 


1 was brought against the newly- 
created commission by Philadel- 
phia automobile dealers, who 
were granted a preliminary in- 
junction last fall pending out- 
come of the hearing. The con- 
cerns are Heinel Motors, Inc., of 
which Max Hexter, Harry and 
Ray Krouse are members, dealers 
in new and used cars; the Fidel- 
ity Acceptance Corp., of which 
Louis Shlifer, Theodore Rudolph, 
Louis Aurely and Robert Sherman 
are members, dealing in used 
cars; the American Auto Finance 
Co., Inc., and Ralph G. Kennedy 


(Continued on Page 11, Col. 1) 





Ruling Opens Way 
for All-U. S. Act 


WASHINGTON.—A “new war 
between the states,” which greatly 
impedes movement of agricultural 
and industrial products across 
state borders, may be brought to 
an end if the federal government 
follows a course indicated by the 
supreme court in a decision ren- 
dered Monday, it is revealed here. 


With virtually all states at odds 
with each other in regulation of 
commercial motor vehicles, the 
court ruled in Barnwell vs. South 
Carolina truck weight case that 
the federal government can pro- 
vide a set of regulations which 
will sweep aside a mass of con- 
flicting and_ retaliatory state 
statues. 

No two states impose identical 

(Continued on Page 8, Col. 1) 


February’s Used 


Car Sales Up 41% 
in Nash Campaign 


DETROIT. — Citing early Feb- 
ruary increases in sales of both 
new and used cars, Courtney 
Johnson, Nash Motors’ general 
sales manager, declared Friday 
that the national used car “log 
jam” is definitely breaking up. 

He announced complete reports 
from the Nash distributor organi- 
zation showing that during the 
first 10 days of February there 
was an increase of 41 per cent in 
sales of used cars by Nash dealers 
over the same 10-day period a 
year ago. 

Reversing the seasonal trend, 
new car sales by Nash dealers 
were distinctly on the upgrade 
during the first 10 days of this 
month, being 20 per cent greater 
than those of the same period in 
January, he said. 

“Since the industry’s five-year 
average shows February sales 
lower than January,” Johnson 
cited, “we believe our reversal of 
the trend is a favorable sign.” 
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Chrysler Rewrites Sales Contracts for Dealers 


Protection on Cancellations 
Given, Closed Territories Set 


(Continued from Page 1) 


distributor during the past 
eral years. Its chief effect is to 
clarify past policies and 
them into an agreement in clear, 
concise language which 


party. In this regard, 
said, that the document sets a 
new high in commercial candor. 

Even its format, the type used 
in printing, the simple, straight- 
forward verbiage gives it a ring 
of sincerity which is unmistak- 
able and provides a working pol- 
icy that only a dolt could mis- 
understand. 

The keynote of the entire agree- 
ment is sounded in the first few 
sentences of the preamble: 

“The success of distributor and 
of Chrysler (this is taken from 
the Chrysler sales division 
tract, but all divisions’ agree- 
ments are identical) are both de- 
pendent upon the continuing 
goodwill on the part of the public 
toward Chrysler and Plymouth 
products. Both distributor and 
Chrysler recognize and assume in 
this agreement certain responsi- 
bilities to each other and to the 
public.” 

The agreement then points out 
that the welfare of all 
utors, and the factory, depends 


to a great extent upon the con-| 
duct of one distributor toward | 


other distributors. To end cross- 
selling, which has been a thorn 
in the dealers’ epidermis, clause 
14 of the agreement reads in 
part: 
Selling Efforts Confined 

“Distributor agrees to confine 

his selling efforts entirely to the 


sales area assigned to him by| 


Chrysler and agrees that he will 
not by personal solicitation, ad- 
vertising, correspondence, resi- 
dent salesmen, unofficial repre- 
sentation by any other connec- 
tion or means, directly or indi- 


rectly solicit, or induce any other | 


persons to solicit on his behalf, 
the sale of new and unused Chrys- 
ler or Plymouth motor vehicles, 
or demonstrators in any other 
sales area.” 

Under the terms of the agree- 
ment, distributors or dealers 
guilty of breaches of this section 
agree to pay $75 for each offense, 
which money is divided 
the injured dealers. This clause, 
of course, does not apply to quan- 
tity purchasers who have head- 
quarters, or authorized represen- 
tatives within the selling dealer's 
area. 

Clause 8, covering termination 
of contract, states in part: “It is 


agreed that this agreement may 
be terminated at any time upon | 


not less than ninety (90) or more | 
than ninety-five (95) days’ writ- | 
ten notice by Chrysler or upon 





Stewart-Warner 
Doubles Heater 
Output for 1938 


CHICAGO. The Stewart- 
Warner Corp. this week com- 
menced 1938 production of its 


South Wind automobile heaters, | 


an activity involving 200 to 300 
additional employes. 

According to J. E. Otis jr., pres- 
ident of Stewart-Warner, produc- 
tion schedules call for double the 
number of heaters made during 
1937, last year’s sales warranting 
the increase. 

Approximately 1,000 employes 
have been returned to work since 
Jan. 8, when factory employment 
was at its minimum, Otis said. 


500 on Payroll 


REGINA, Sask.—General Motors 
of Canada, Ltd., is operating with 
500 men on production in its plant 
here. The company plans to turn 
out 10,000 cars and trucks this year 
for the western Canadian market. 


SeV- | 


write | 


| current model Chrysler and Plym- | 


| possession of distributor, 


| tion, 
con- | 


distrib- | 


not less than fifteen (15) or more | 
than twenty (20) days’ notice by | 
distributor, but either of these | 
periods may be reduced by mu- 


sets | tual written consent.” 


forth the responsibilities of each | 
it can be 


Following cancellation, or 
termination by the dealer or dis- 
tributor, the contract provides: 
“Chrysler agrees to buy, and dis- 
tributor agrees to sell within (30) 
|days after the effective date of 
termination: 

“(a) All new and unused then 


outh motor vehicles which were | 
purchased by distributor and are 
then the property of, and are in 
at the | 
net invoice price to distributor | 
current at the date of termina- 
including transportation 
charges paid by distributor, ex- | 





| cept vehicles built on distributor’s 
| specific order. 


Refinishing is Excluded 


“(b) All new, unused and un-| 
damaged parts for the then cur- 
rent and three (3) preceding mod- 
els, which were purchased by dis- 
tributor at the net invoice price | 
at the date of termination, exclu- 
sive of transportation charges | 
thereon, less any necessary costs | 
incurred by Chrysler for refin- 
ishing or reconditioning parts to 
restore them to their original sal- 
able condition. 

“(c) All signs of a type recom- | 
mended by Chrysler belonging to | 
the distributor at a price to 7 
agreed upon.” 

In the case of cancellation the | 
sales division further: Sar 
to purchase: 

“(a) All then current new, un- | 
used and undamaged accessories | 
or accessories packages purchased | 
during the six (6) months imme- 
diately preceding the _ effective 
date of termination. | 

“(b) Special tools of a type) 
recommended by Chrysler,| 
| adapted only to the servicing of | 
Chrysler and Plymouth motor ve- | 
hicles and purchased during the | 
|twelve (12) months immediately 
preceding the effective date of | 
such termination at a price and 
terms to be agreed upon.” 





among | 


A further protection is afforded 
the dealer in cases of price 
changes, in the form of rebates, 
when prices are reduced and 
ample notice when prices are to} 
be increased. Dealers and dis- 
tributors are permitted to cancel 
orders for cars which were placed 
prior to receiving notice that the 
prices were to be increased. 

Follows Old Rules 

By and large, the new agree- 
|ment is most comprehensive in 
|} its recognition of the mutual in- 
terests of factory and dealer. It 
represents, according to factory 
officials, the principles and poli- 
cies which have been followed in 


| the past but were not actually part 
\of the former sales agreement. Un- 


der the previous agreement, which 
|was admittedly unilateral, the| 
dealer had little support for his 
claim to rights, and the manufac- | 
|turer found it difficult, in the 
face of the contract wording, to 
prove that his policies as prac- 
|ticed had not been unfair. 

| Naturally, in the case of the 
present new contract the factory 
expects good representation of its 
products by its franchised deal- 
ers. The contract itself will not 
prove a substitute for good busi- | 
ness judgment and will not elimi- | 
nate the need for aggressive ef- 
forts on the part of the dealer. 
Nor can dealer expect that the 
factory will establish elaborate 
policing forces to insure the in- 
tegrity of sales territories. 

On the other hand, it does pro- | 
vide an instrument which should | 
serve to end false charges from 
either quarter, and provide both} 
sides equal protection in any fu-| 
ture dispute. 





BANTAM’S OPEN HOUSE in Butler, Pa., this w 


ycek attracted more than 5,000 persons in three hours. 


| Of particular interest to the visitors were, top photo, the motor test block and dynamometer tests, in 


| which a sample motor is run wide open to assure m:x mum horsepower is being 


attained. Bottom, le- 


gionnaires and boy scouts were pressed into service to harnd’e the crowd which visited the company’s 


Happy Birthday? 

NEW YORK.—Next Fri- 
day, Feb. 25, the nation’s 
gasoline tax will celebrate 
its 19th birthday, total col- 
lections during the 19-year 
stretch reaching the stag- 
gering total of over 
$7,000,000,000. 

The tax idea originated in 
Oregon, Feb. 25, 1919, after 
that state had floated bonds 
to construct highways and 
then discovered there was 
no way to maintain them. A 
one-cent fuel tax was con- 
ceived by W. B. Dennis, 
chairman of Oregon’s high- 
way committee. 

Since that humble begin- 
ning, the average gasoline 
tax per vehicle rose to $32.79 
in 1237, compared with 51 
ceats in 1921. 





Pontiac Reports 
Sales Increase In 


First Feb. Period 


“Sales of new Pon- 
tiacs and used cars by Pontiac 
dealers throughout the United 
States during the first ten days 
of February were more encour- 
aging than they have been at any 
time since last November,” ac- 
cording to H. J. Klingler, general 
manager. 

“Although new car 
are unseasonably low, 
ceeded the first 10 days of Jan- 
uary by more than 300 units. 
But it is the improvement in 
the condition of used car sales 
and inventories that shows the 
greatest gain. 

“In the first 10 days of Feb- 
ruary 8,602 used cars were sold by 
Pontiac dealers, which is 1,675 
more than were sold during the 
same period of January. Stocks 
of used cars have declined stead- 
ily since the peak of January 1, 
there being 1,463 fewer used cars 


PONTIAC.- 


sales still 


| on hand Feb. 10 than the first day | 
| of the year.” 


| ployment. 


|cap of a Ford car. 


assembly line department. A quarter of Butler’s population turned out for event. 


1 Cameron Cites Creation 


Of Jobs by Machinery 


DETROIT.—The actual crea- 


| tion of employment by time and 


labor saving industrial machinery 
was illustrated graphically by W. 
J. Cameron of the Ford Motor Co. 
last Sunday during the company’s 
regular radio broadcast. 

His address, in part, follows: 

“At Dearborn we are working 
on an exhibit for the New York 
World’s Fair next year to visual- 
ize this ancient controversy be- 
tween hand work and machine 
work as to their effect on em- 
A very simple object 
has been chosen for the illustra- 
tion—the inner shell of the hub- 
This article 
is made by machinery for 12 and 
a fraction cents—six cents for 
the steel and six cents for direct 
labor. 

“But the dies to shape it cost 


| $13,328 and the automatic press 


to stamp it costs $30,770—a ma- 
chine costing $44,098 to make a 
12-cent article. That is merely 
the cost of the press; it does not 
include the cost of factory space 
'to house it, of generating the 
power to operate it, or expert 
service and replacements to main- 
tain it. To pound out that inner 
shell by hand would cost only $24 
for tools. 

“So, in the Ford exhibit, an ex- 
pert handworker will be installed, 
and a press will be installed be- 
side him that will turn out 2,160 


| of these shells in the time it takes 
they ex-| 


him to make one. 

Take this press. Divide its price 
by a day’s wage of, say $7—-for 
every dollar of material cost is 
ultimately reducible to someone’s 
work. You find that at this rate 
the press and dies represent 6,300 
days’ work, which at five days 


a week, 52 weeks a year, amounts | 


to 24 years, two months and two 
weeks of work. 

“You may divide that amongst 
as many men as you please, but a 


total of 24 years of employment | 


at $7 a day has gone into that 
press and its equipment before it 
does a stroke of work. Whatever 


its after effect, you can see that 
the first effect of the machine is 
to create employment. 

“Let us consider making this 
article by hand. At first glance, 
it seems to offer an advantage. 
Equipping a man with hand tools 
at a cost of only $24 would seem 
to be a great saving over a $44,000 
press. But, to produce as many 
hubcaps by hand, you would have 
to equip 2,160 men at $24 each, 
which would cost $51,840, or $7,742 
more than the press. At once you 
have increased the cost of pro- 
ducing that shell by 17% per 
cent for tools alone. 

“Besides, you would have to 
build a factory to. house, warm, 
and otherwise care for 2,160 men, 
and at Ford standards such a 
factory would cost at least $513,- 
000 and about $38,000 a year to 
maintain, not including the cost 
of two acres of land and interest 
on the investment. A press re- 
quires only 360 square feet of 
space, while your handworkers 
with their benches would require 
116,640 square feet of space. So, 
on that score, your costs would 
rise about another 10 per cent. 

“Tt is calculated that the cost 
of making a 1938 Ford car on this 
basis would be $17,850. And at 
such a price, not 50 cars a year 
would be sold. There would not 
be work for any of those 2,160 
men you are anxious about, and 
in the Ford industry alone, 125,000 
other jobs would not exist. With- 
out machinery there would be no 
automobile industry.” 


$5, 009, 009 Set by Wis. 


For 38 Road Building 

MADISON, Wis.—Appreximate- 
ly $5,000,000 will be spent this 
year for Wisconsin highway con- 
struction and an equal sum for 
road maintenance, according to 
Thomas Davlin, chairman of the 
state highway commission. 

Gov. Philip F. LaFolette de- 
clared that there will be no di- 
version of highway revenue for 
other purposes during the year. 





S. C. Truck Ruling Seen Step to Uniform Laws 
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& 


Upholding of fF Weight Limit 


Opens Way t 


tor U.S. Law 


(Continued from Page 1) 


limitations upon 
sizes and weights, it was shown 
this week by publication of a 
formal study of all state laws on 
the subject, which has just been 
completed by the National High- 
way Users Conference. Reveal- 
ing extent of the existing con- 
flict between the states in this 
field of regulation, the confer- 
ence’s study brings to light con- 
ditions which make movement of 
commercial highway traffic 
across some state borders almost 
impossible. Numerous cases are 
cited where states with moder- 
ately restrictive provisions border 
states which impose extreme limi- 
tations. p 


Monday’s supreme court deci- 
sion deals with one such situation. 
The law involved in the Barn- 
well case permits South Carolina 
to limit gross weight of trucks 
to 20,000 pounds, while Georgia’s 
maximum is 39,600 pounds and 
North Carolina’s is 40,000 pounds. 


Exposition Seen 
Leading to Rise 
In Motor Sales 


DETROIT.—Increased business 


for the entire automotive industry | 


because of the 1939 Golden Gate 
International Exposition and its 
“vyacationland” theme, is visioned 
by F. R. Valpey, vice-president 
in charge of sales of Graham- 
Paige Motors Corp., who visited 
the exposition site recently in 
San Francisco bay. 

“I am particularly impressed 
with the dramatization of travel 
by the West’s world’s fair,” Val- 
pey said. “The Vacationland 
theme and the emphasis placed 
upon tourism, together with the 
$3,000,000 campaign to attract 
travel to all the west in 1939, 
will undoubtedly be a great stim- 


ulation to auto travel by thou- | 
sands in all parts of the United | 


States. It follows logically that 
the automotive industry will be 
among those which profits most. 

“Development of the tourism 
theme for the West’s exposition 
gets away from purely commer- 
cial and mechanical displays,” the 
Graham executive said. 


Buffalo Dealers Stage 
Big Zephyr Driveaway 
DETROIT.—Fifty Lincoln- 
Zephyrs, all finished in a special 
shade of blue, were driven out of 
the Lincoln Motor Co. plant here 
last week by dealers and sales- 
men of the Buffalo district. 


The driveaway was the first of 
the season from the plant, and 
the big fleet of cars was given a 
special police escort on a route 
through Detroit to the Ambassa- 
dor bridge. The caravan then 
proceeded across Canada on the 


motor-vehicle | 
|pound limit while South Dakota | 


|courts had shown that 96 inches 


|is the standard width of trucks | ers 





North Dakota has a_ 35,000- | 
allows only 20,000 pounds. The | 
District of Columbia permits | 
gross axle loads of 24,640 pounds, 
as compared with a 16,000-pound 
limitation across the line in Vir- 
ginia and an 18,000-pound maxi- 
mum in Maryland. 

Similarly, Kentucky limits 
trucks to a length of 26% feet, 
while West Virginia allows a 35- 
foot length. Neveda permits 60 
feet, while neighboring Arizona 
has a 33-foot restriction. 

Similar conditions exist in vary- 
ing degrees along virtually all 
state borders, according to the 
conference study. 

The high court this week held 
constitutional the South Carolina 
law limiting use of specified 
highways to trucks of 20,000 
pounds or less, including load, 
width of 90 inches and classifying 
a tractor-semitrailer truck as one 
unit. 

Because 85 to 90 per cent of 
the motor trucks used in inter- 
state commerce exceed the weight 
limits, the decision is expected to 
have far-reaching effect upon the | 
trucking industry. 

In the case before the court, 
attorney-generals of several states 
which also have restrictive legis- 
lation, intervened. Railroads also 
supported the South Carolina law. 

The case was appealed by the 
state after a three-judge federal 
court in South Carolina invali- 
dated part of it. The law was| 
assailed by interstate trucking 
firms. 

“The record shows,” said the | 
court’s opinion, written by Justice 
Stone, “without contradiction that | 
the use of heavily loaded trucks | 
on the highways tends to force | 
other traffic off the concrete | 
surface onto the shoulders of the | 
road adjoining its edges and to 
increase their repair’ costs| 
materially. 

“It also appears that as the| 
width of trucks is increased it 
obstructs the view of the high- 
way, causing much inconvenience 
and increased hazard in its use.” | 

Speaking for seven members of 
the high court, Justice Stone said 
the South Carolina regulation, 
does “not infringe the fourteenth 
amendment, and the resulting 
burden on interstate commerce is | 
net forbidden.” 

Testimony before 





the lower 


engaged in interstate commerce. 
Stone ruled, in effect, that the 
South Carolina regulation is valid 
in the absence of congressional | 
legislation determining “the ex- 
tent te which, in that field, state 
power and local interests should 
be required to yield to the na- 
tional authority and interest.” 
“Congress,” said Stone, “in the 
exercise of its plenary power to 
regulate interstate commerce, 
may determine whether the bur- 
dens imposed on it by state regu- 
lation, otherwise permissible, are 
too great and may, by legislation | 





trip to Buffalo. 





INCREASED BUSINESS for the automotive industry because of 
the 1939 Golden Gate International Exposition, San Francisco, is seen 
by F. R. Valpey, vice-president in charge of sales for Graham-Paige 


Motors Corp. 


and with him, at the right, is W. 
and concessions for the exposition. 


Valpey visited exhibit grounds during a recent visit, 


W. Monahan, director of exhibits 





CHEVROLET’S TRUCK PLANNING committee meetings include representatives of engineering, 


manufacturing sales, finance and advertising departments. 


Left to right around the table are J. 


W. Burke, assistant commercial car manager; W. G. Shick, assistant sales promotion manager, Gen- 
eral Motors Acceptance Corp.; D. M. Klausmeyer, manager, Indianapolis commercial car plant; G. J. 
Metzger, assistant commercial car manager; H. B. Hatch, assistant general sales manager; F, L. Mc- 


Clure, assistant commercial car manager in charge of west; 


W. G. 


Lewellen, assistant general sales 


manager; Felix Doran jr., assistant general sales manager; J. M. Crawford, chief engineer; E. C. Shaw, 


general superintendent of assembly plants, and W. E. 


Fish, commercial car manager. 


In the right 


background are J. H. Early, assistant commercial car manager in charge of east; Harding Mott, co- 
ordinator of the committee system of operation; M. R. Denny, of General Motors Export, and W. E. 
Holler, Chevrolet general sales manager. 


designed to secure uniformity or 
in other respects to protect the 
national interest in the commerce, 


curtail to some extent the state’s 
| regulatory power.” | 


Intervening in the case, the 
justice department had argued 
the regulations “are unreasonable 
burden on interstate commerce in 
so far as they apply to traffic on 
the interstate system of federal- 
aid highways.” 


Feb. Sales Rise 
60% Over 1937, 
Buick Reports 


F LIN T.—Continued 


were reported today by W. F. 


Buick sales statistics for the first 
10 days of February. 
Domestic retail 
Buick motor cars 
period totaled 2,860 units, 
stader said, compared with 2,587 
in the first 10 days of January, a 
gain of 273 units or 10.5 per cent, 
and with 1,791 in the first 10 days 


deliveries 


|of February a year ago, a gain 


of 1,069 units or 59 per cent. 


At the same time Buick deal- 
throughout 
showed a reduction in used car 


stocks with used car sales dur-| 


ing the period totaling 8,133 
against 6,053 in the first 10 days 


| of January and 6,986 in the cor- 


responding period of February 
last year. On the basis of turn- 
over of used cars during the past 


| 30 days, the total of stocks in the 


hands of dealers on Feb. 10 was 
estimated at 41.8 days’ 
This was virtually the same as a 
year ago when 42 days’ supply 
was on hand. 


Spotting business activity as in- | 


dicated in sales reports, Hufstader 
said the greatest gains in sales 
were registered 


west and the Pacific northwest 
also showing an upturn. 


Plymouth to Sponsor 


Trip for Safety Patrol |co-operation with Studebaker 
dealers, and under the guidance | 


DETROIT.—A five-day trip to| 
|of C. Scott Fletcher, Studebaker 


Washington, D. C., for 66 school 
safety patrol boys, adjudged the 
most efficient in duty during the 
school year, was announced this 
week by D. S. Eddins, president 
of the Plymouth division of the 
Chrysler Corp. 

The trip will take place in June, 
immediately after final examina- 
tions, and will be the fourth con- 
secutive year Plymouth has spon- 
sored the event. 





improve- | 


|} ment in new and used car sales 
| to 





| comparisons 
of | 


during the| 
Huf- | 


the country) 


supply. | 





Adopted by 


DETROIT. — More 


Chevrolet dealers in all parts of | 


the United States have adopted 
Chevrolet’s capital management 
and control system, it was an- 
nounced this week by E. J. Hogan, 


manager of the Chevrolet busi-| 


ness Management department. 
These dealers, Hogan declared, 


| have been able to control their 


fixed expenses, keep their receiv- 
ables down, and speed up their 
collections with the assistance of 
the standard accounting system 


| sponsored by the 47 zone business 
| managers. 


Dealers’ monthly reports are 


carefully studied for opportunities | 
business | 


| Hufstader, general sales manager | operation, and frequent manage- 


| of the Buick division of General | 
Motors, following compilation of | 


improve the overall 


ment comparisons are compiled 


from the reports and released to} 


the dealers. The dealers use these 
in budgeting the 
various operations of their 
business. 


One recent instance, character- | 


istic of the improvements in- 
augurated by the business man- 
agement department, is an appro- 
priation and expense control sys- 
tem just introduced. The use of 
the new system enables dealers 
tc maintain a monthly control of 
expense. It also gives them a 
quarterly picture of the results of 
their individual management. The 
regular dealer operating control 
record, which has been in use for 
several years, keeps the dealer up 
to date from an overall stand- 
point monthly. 

“The business management de- 


Crawford Named 
to Aid Studebaker 
Used Car Drive 


SOUTH BEND.—Herbert L. 





. |Crawford has joined the sales 
in the eastern | 
and southern areas, with the mid- | 


promotion staff of the Studebaker 


Corp., acording to Geo. D. Kel-| 


in charge of 
make his 


vice-president 
Crawford will 


ler, 
sales. 


| headquarters at the home office. 
| Crawford, with R. E. Perkey, | 
will work on Studebaker’s used | 


ear merchandising campaign in 


sales manager. 

Crawford has 12 years experi- 
ence in advertising, merchandis- 
ing and sales in the automotive 


|and other industries. 


Extra Tax Defeated 
ATLANTA.—The special session 
of the Georgia legislature voted 
down a bill which would have greatly 
increased the present Georgia chain 
store tax. 


than 5,000 


‘Chevrolet’s Business System 


9,000 Dealers 


partment is working constantly 
to place tools in the hands of 
dealers that will place their man- 
|; agement on a scientific basis,” 
said Hogan. “Our purpose is to 
Support the dealer in protecting 
and extending his own interests. 
|For example, our recommended 
credit procedure holds bad debt 
losses to the minimum. Likewise, 
the system of expense control as- 
sists the dealer in keeping his 
overhead in line with general 
business conditions.” 

Over the past five-year period, 
dealers’ profits have risen, Hogan 
said. A large share of the credit 
for this achievement, he feels, is 
due to the uniform business man- 
agement practices which Chevro- 
let dealers have adopted. 





Reconditioning 
Week Is Set By 


Pontiac Dealers 


PONTIAC.—Pontiae dealers are 
designating the week from Feb. 
21 to 26 as “National Used Car 
Reconditioning Week.” During 
this week they will carry on an 
intensive reconditioning program 
in preparation for what is ex- 
pected to be the biggest used car 
drive in Pontiac history, accord- 
ing to C. P. Simpson, general sales 
manager. 

“The spring buying season, dur- 
ing which more used cars are 
purchased than at any other time 
of the year is almost at hand,” 
Simpson said. “By the end of 
this reconditioning week Pontiac 
dealers should have ready for the 
public the finest stocks of good 
used cars at the lowest prices 
that have been offered for many 
years,” he said. “During the re- 
conditioning week dealers also 
will assemble their entire or- 
ganizations for the purpose of 
enthusing them with the sales 
that money-making possibilities 
that lie before them in these 
splendid used car values.” 

During the week dealers will 
thoroughly recondition cars on 
hand, laying particular emphasis 
on appearance improvement. 


Green Bay Dealers 
Set Used Car Show 


GREEN BAY, Wis.—Local 
dealers are sponsoring a used car 
show, Feb. 24, 25 and 26, in the 
Columbus club auditorium here. 

Stage, foyer and the 10,000 floor 
feet of the auditorium will be 
used for the showing of about 50 
automobiles. 








AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 19, 1938 


Founded 1925 


Automotiue Baily News 


The National Newspaper of America’s Greatest Industry 


Published every Wednesday and Saturday at 
DETROIT, U. S. A. 
Cable Address — AUDANE, Detroit 
Fifth Floor, New Center Building. Telephone Trinity 2-3500 


Gow York—545 Fifth Ave. Washington—Chandler Bidg. Chicage—307 N. Michigan Ave. 
Murray Hill—6-0104 National 4303 Franklin 2508 





Chris Sinsabaugh, Editor George M. Slocum, Publisher 
B. B. Crighton, Business Manager; Willard R. Cotton, Advertising Manager: Wm. C. 
Callahan, Managing Editor: Bernard J. Wemhoff, Associate Editor: Howard E. 
Hallas, Associate Editor; Jack Weed, Editor Truck, Bus and Trailer 
Section: Edward Kruspak, Eastern Advertising Manager; 

Colin M. Selph, Special Representative. 


RESIDENT CORRESPONDENTS 
WALL STREET—C. J. Alexander WASHINGTON—William Ullman 


CHICAGO—Mel Adams KANSAS CITY, MO.—H. H. James 
ATLANTA, GA.—J. H. Reed LOS ANGELFS—Larry Barnard 


MINNEAPOLIS—George Smedal DALLAS, TEX.—J. A Webb 
AKRON, O.—A. L. James SEATTLE, WASH.—D. M. Trepp 
SAN FRANCISCO—Leon J. Pinkson and Al Waddell 


Subscription: ONE YEAR $6, TWO YEARS $10, for United States and Canada, 
also exico, Cuba and Panama. To other countries, one year $9.00. Single 
copies 10c. Advertising Rates: See Standard Rate and Data, or write for rate card. 


No Free List! 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Copyright 1938, Slocum Publishing Co. Printed in U.S.A. 


One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value-—(ADN 6-10-1933) 
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Chrysler Weeds Out Whereas’s 


he of Al Smith’s strong points, whether you like him 
or not, is his ability to take the text of a law, chop 
out its whereas’s, to-wits, parties of the first, second and 
third parts, et al, ad lib and e pluribus unum and arrive 
at the fact that all the law means is: “Don’t spit on the 
floor.” We think the palm for this type of clarification 
now goes to K. T. Keller, president of Chrysler Corp., who 
at present is presenting to the dealers of his corporation a 
new contract so simple, concise and straight-forward that 
it bears no resemblance to a legal document. 

Set forth in 25 brief and understandable clauses, the 
new device should greatly enhance the bankable value of 
the dealer’s franchise. It is not so much that the new 
contract changes in any material way the relationship 
which has existed between Chrysler Corp. dealers and the 
corporation; it is rather that it puts into a written agree- 
ment policies which have been lived up to by the corpora- 
tion for years. 

It has always been a mystery to us why business men, 
who enjoy friendly, understanding relationship from one 
year to the other, have in the past created reasons to 
doubt their good intention by subscribing to agreements 
which, to say the least, were scarcely intelligible. The 
new Chrysler sales agreement, for this reason, is more 
than appears on the surface; it should form the ground- 
work for an entirely new era of business relations, which 
leaves no grounds for misunderstanding on either side. 


Salesmen are Born? 


Jp Suevey conducted among dealerships in Des Moines 
for ADN by the Des Moines Register-Tribune (See 
Page 6) reveals that out of 12 calls the investigator found 
only five salesmen who really displayed any aptitude for 
selling or real sales training. This reflects rather badly on 
a craft that should be, in this industry, one of the most 
efficient in the country. It may be a big contributing 
cause to our present “recession.” 

Dealers should bear in mind that to the customer the 
salesman represents the dealer himself. The impression 
the customer takes away from a dealership can be no 
better than the impression created by the salesman with 
whom he talked. We question very greatly the old wheeze 

‘that salesmen are born. Character and personality are 

, the result of birth, training and environment. We think 
‘only training and experience can give the salesman that 
gift of knowing just when to be aggressive and when to 
give the customer his head. 

Being good salesmen themselves, some dealers are un- 
able to impart the knowledge gained by experience to 
their salesmen, while others hamper good salesmen by un- 
necessary restraints. Good salesmen, or material from 
which to make them, are individualists. Dealers may 
profit by giving them closer individual attention. On the 
other hand, some of our salesmen who consider themselves 
“born salesmen” have never, from the neck up at least, 
recovered from the fact that they were still-born. 


By GEORGE M. SLOCUM 


“Let’s tell Amer- 
ica (and Wash- 
ington) what this 
industry has and 
can contribute to immediate re- 
covery !” 

Automotive Daily News accepts 
this challenge. 

There is a story to be told of 
sheer courage, of sound planning, 
OF SINCERE FAITH IN THE 
FUTURE OF AMERICA, which 
the men who have built this 
greatest of all American indus- 
tries are expressing in STEEL, 
IN CONCRETE AND IN HARD 
EARNED DOLLARS INVESTED. 

That makes the hollow mouth- 
ings of the politicians, the dreamy- 
eyed idealists and the impertinent 
commentators as vulnerable as 
toy balloons! 

* 


AUTOMOTIVE 
LEADS 
AGAIN 


*” * 


“FORD EXPENDING $40,- 
000,000 for Rouge Expansion,” 
“Chrysler Pushes Completion of 
Its New Truck Plant,” “Giant 
New Diesel Plant Is Dedicated 
by GM at Detroit.” 

Do these news headings sound 
as if the men behind the automo- 
tive industry were selling their 
country- short? 

And yet these colossal projects 
which make the newspaper heads 
are only the outstanding examples 
of the hundreds of smaller proj- 
ects now building or planned by 
the men who have made this in- 
dustry. 

Early reports to ADN editors 
show that more than $100,000,000 
in lesser projects dedicated solely 
for the building or selling of 
automotive products are either in 
the course of construction or 
about to be released. 

* © a” 

THERE IS NO LACK OF CON- 
FIDENCE IN OUR INDUSTRY 
—but at the bar of public opinion 
we stand convicted of running- 
out-on-America, of being quitters, 
of laying down-on-the-job! 

ADN is sick and tired of these 
accusations and hopes you are! 

ADN accepts the challenge to 
compile the facts and tell the 
world. 

It proposes at the earliest pos- 
sible date (early in March) to is- 
sue a complete edition, in roto- 
gravure, devoted entirely to what 
this industry has done and will do 
TO QUICKLY AND POSITIVELY 
END THE PRESENT RECES- 
SION! .  * 

ADN PROPOSES to put this 
edition in the hands of not only 
its subscribers but every rated 
automobile dealer, every im- 
portant newspaper and maga- 
zine, every radio station, every 
congressman, every important 
Washington official, every gov- 
ernor, every highway commis- 
sioner, every important banker, 
broker and investment house 
and by every other suggested 
means through which it can 
help TO RESTORE CONFTI- 
DENCE, BY TELLING AMER- 
ICA THE TRUTH, NAMELY, 
THAT “—AUTOMOTIVE 
LEADS AGAIN!” THE WAY 
BACK TO NATIONAL PROS- 
PERITY! 

* * x 

ADN ASKS the co-operation of 
our industry in three ways: (1) 
It wants pictures, stories and 
plans of buildings, machinery or 
improvements made since '32 or 
projected for ’38, intended pri- 
marily for some phase of the 
automotive industry; (2) It wants 
orders for additional copies of 
this edition to be mailed your own 
mailing list; (3) It wants your 
advertising co-operation to help 
make this effort at least self- 
supporting. And in return it 
pledges you an effort, which will 
have for its single purpose, the 
restoration of confidence in Amer- 
ica, by portraying the confidence 
which this industry has expressed, 
not in idle promises and hot air, 
but in Labor and Materials used 
and in Dollars it has invested! 

From past experience we know 
we can count on your complete 
co-operation to this end.—G.M.S. 
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Barring the Big, Bad Wolves 


In This Corner-- 


‘How to Move °’Em...’ 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Used Car Index 


It was over two years at At- 
lantic City I was honored as the 
first guest chairman of the NSPA 
dinner for the car manufacturers 
in which Chris Sinsabaugh was 
the principal speaker. 

This letterhead indicates the 
“old salary check” now depends 
on new and used car sales volume. 
New car sales volume, of course, 
depends on the dealer’s ability to 
sell used cars, and toward this 
end your paper has been most 
helpful, particularly the “Pink 
Sheet” summaries of used car 
selling prices as compiled by re- 
gions from metropolitan papers 
used car advertised prices. There 
is, however, as I see it, this fal- 
lacy: dealers’ advertised used car 
prices are usually leaders to 
“bring ’em in,” therefore reflect 
prices somewhat lower than aver- 
age market. 

Past experience usually helps 
guide future operation. Dow- 
Jones averages, Fischer’s and 
Babson’s indexes, etc., generally 
are helpful in making business 
and market trends of practical 
value to the business executive 
and the trader. Certainly no 
market can change more rapidly 
than the used car market, there- 
fore based on past experience why 
not establish the ADN used car 
index either from the NADA used 
car guides or probably better yet 
from your own Pink Sheet sum- 
mary? Your summary recaps ad- 
vertised prices by nine regional 
districts—NADA guide I believe 
is published monthly for 12 re- 
gions. Here’s how I believe such 
an index could be worked up as a 
practical guide. 

Car companies generally use 
R. L. Polk’s four classifications 
for price class comparisons, i.e., 
low, lower medium, upper medium, 
upper. 





The low-price class (before the 
Hudson 112) I believe covers 
Willys, Plymouth, Ford and Chev- 


(Continued on Page 19, Col. 3) 


Used Car Plan 


I have a plan in mind which, I 
believe, if put into operation will 
do much to improve the used car 
situation that has confronted re- 
tail automobile dealers for years, 
and is now causing new car 
manufacturers some concern. 

The plan is as follows: 


1. Have all new car manufac- 
turers agree to include in their 
f.o.b. prices at new car announce- 
ment time the sum of $25 to be 
set up in a junker fund for 
dealers. 

2. Have the manufacturers set 
up a reserve of $25 for each new 
car purchased by a retail dealer. 


3. Permit the dealer to junk 
cars on a basis of $25, $50, $75 or 
$100 each. 


4. Have payments from this 
fund paid to dealers either an- 
nually or semi-annually. 


The following benefits would be 
derived from a plan of this kind: 

1. It would help the dealer in 
offsetting the heavy losses sus- 
tained in the handling of low- 
priced used cars, and permit them 
to improve their financial posi- 
tion, thereby making them better 
business men in their communi- 
ties and better dealers for the 
manufacturers. 

2. It would help the raanufac- 
turers’ parts business, for the 
reason that the junking of cars 
by the dealers under the super- 
vision of factory representatives 
would keep salable used parts out 
of the hands of used parts dealers. 

3. Eliminating the low-priced 
used cars from the market would 
create a buying-up trend that 
would eventually result in more 
new car sales. 

4. Keeping the junkers weeded 
out would materially improve the 
appearance of a dealer’s used car 
stock. 

5. It would remove hundreds of 
thousands of old decrepit cars 
from our streets and highways. 

The new car buyer has made 


(Continued on Page 19, Col. 4) 
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Again, in 1937- 
CHEVROLET 


DEALERS 
TAKE Ist PLACE 


in passenger car sales 


Headlines heralded the news that Chevrolet pas- 
senger cars led all others in total United States 
registrations in 1937, for the eighth time in 
eleven years. 

Only distinguished merit could win for any 
product so consistent a record of success—but 
even the intrinsic worthiness of Chevrolet motor 
cars could not by itself have gained for them 
their leadership in 1937 and previous years. 

Proud as the Chevrolet Motor Division is of 
its cars and of their record, it is equally proud 
of the great dealer body for once again achieving 
first place for Chevrolet. 

To its dealers everywhere—in no less meas- 
ure than to its product—the Chevrolet Motor 
Division gives the credit for the outstand- 
ing sales records that have marked Chevrolet’s 
progress year after year. 

CHEVROLET MOTOR DIVISION 


General Motors Sales Corporation 


DETROIT, MICHIGAN 


“Youll be AHEAD 
with CHEVROLET /” 


WHEN YOU HAVE THE c, te %, YOU HAVE FRIENDS 
“erp OL prance 
ET 
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Survey Shows Weaknesses of Used Car Salesmen 


Iowa Investigator Finds 


Only Third Who Try to Sell 


Special to Automotive Daily News 

DES MOINES.—Lack of good 
salesmanship on the part of used 
car salesmen, as pointed out in 
a recent editorial in ADN, is 
graphically shown in a survey of 
12 retail establishments, both 
showroom and used car lot types, 
made by a staff man of the Des 
Moines Register and Tribune. 

The survey, conducted at the 
request of ADN, was designed to 
unearth current conditions in the 
average city. Des Moines, it was 
felt, was typical of United States 
cities, in that it was far enough 
removed from extenuating cir- 
cumstances and ideally situated 
to afford a good cross-section of 
the country. 

Out of 12 establishments visited, 
the survey shows, the newspaper’s 
investigator found only five used 
car salesmen who were at all in- 
terested enough to pursue the 
deal further. Of these five, only 
three were sufficiently aggressive 
to impress the investigator that 
he would be given fullest consid- 
eration. The remaining seven 
salesmen were not _ interested 
enough even to the extent of jot- 
ting down the prospect’s name. 

Following is the full report 
from the Des Moines Register 
and Tribune, with names of deal- 
ers and cars deleted. The investi- 
gator was dealing in the $200-$400 
price class: 

Took Down Name 

Dealer A-—There was one 
salesman sitting around. As I 
entered he introduced himself to 
me and proceeded to show me 
the stock of used cars. In the 
course of negotiations the sales- 
man took my name down on a 
piece of paper and gave me his 
business card. As I left the sales- 
room, he told me to “look him 
up when I was ready to deal.” 

Dealer B—There was one sales- 
man on the lot. The salesman 
was not overly zealous about sell- 
ing me a car, and did not take 
my name down, nor did he vol- 
unteer to show me the stock of 
used cars that he had to offer for 
sale. 

Dealer C—A very aggressive 
salesman here. Upon entering 
the room he introduced himself 
and took me out to see the stock 
of cars. He immediately began to 
talk “cars” and asked me the 
terms that I desired; what kind 
of a car I was going to trade; 
how much money I was willing 
to invest in a used car; how to 
arrange the payments, etc. As I 
left he thanked me for calling; 
took my name down on a piece 
of paper and said, “If anything 
comes in that I think you are in- 
terested in, I will give you a ring 
and perhaps we can close this 
deal.” 

Dealer D-—tThere were two 
salesmen on the place, and when 
I opened the door one of them 
came over to see what I wanted. 
He did not show me the stock of 





Forty Junkers 
Are Burned At 
Milwaukee Fete 


MILWAUKEE. — In 
paign to remove cars eight years 
or older from highways here, the 
Milwaukee Automotive Trades 
Assn. last week burned 40 auto- 
mobiles, with a former value of 
$60,000. 

The event was pubdicized with a 
“Don’t Drive a Jallopy” broad- 
cast over WTMJ at 6 p. m. with 
Bill Evans, using the station’s 
short wave truck, describing the 
fire. Also aired was an address 
by Dr. B. L. Corbett, executive 
secretary of the safety commis- 
sion, who declared that the elimi- 
nation of “junkers” is a step in 
the right direction toward high- 
way safety. 





its ‘cam- | 





cars, nor did he seem anxious to 
make a sale. He did not ask my 
name, but as I left the lot he 
gave me his card and said: “Be 
sure and ask for me when you 
decide on the car—lI’ll appreciate 
ie. 

Dealer E—I had to wait 25 min- 
utes in this place before I ever 
saw a salesman. The man did 
not take my name, but just sort 
of let me roam around the place 
asking about his stock and the 
prices that they were bringing. 
On leaving he said, “When the 
bug gets you drop back and see 
me.” 

He Walks Away 

Dealer F—I walked onto the 
lot here and asked for a con- 
vertible; the salesman pointed to 
one sitting on a rack and said: 
“That is the only one I have on 
the place, and I will give you a 
nice price on it.” Then, he went 
away to take care of other busi- 
ness without saying a word to me. 


Dealer G—As I walked onto the 
lot a salesman came out and 
showed me the stock of cars. He 
wanted to see the car I was go- 
ing to trade, but when I told him 
it was down the street a couple 
of blocks, he changed his mind 
about seeing it. As I left the lot 
he gave me his card and told me 
to “drop back and see me again 
when you find time.” 

Dealer H—They were not very 
enthusiastic about seeing me. 
There was one salesman around 
the place who talked to me for 
a short time without asking my 
name, etc. The salesman did 
not give me one of his cards, nor 
did he make any attempt to “fol- 
low up” on what might have been 
a prospective sale. 

Dealer I—I talked to the sales- 
man regarding a used car, and 
he showed me several of their 
late models and was fairly good 
at keeping me interested by al- 
ways finding a new point as soon 
as interest began to die. He al- 
ways insisted that I get in and 
start the motor, and in each car 
he wanted me to take a ride with 
him. When I explained to him 
that I was working and had to 
get back, he suggested that I 
have an appointment with him 
“right after work tonight.” An- 
other gentlemen whom I did not 
meet seemed to be running the 
lot, and he kept coming up every 
so often to see that I was being 
well taken care of. He practically 
insisted that we drive out in one 
of the cars to see mine. The 
salesman finally steered me over 
to his own automobile, but I be- 
lieve that this is a regular sys- 
tem of theirs, and on this car he 
actually did a good selling job. 
Not until the interview was over 
did he ask me my name and ad- 
dress, and until he gave me his 
card I had no idea what his name 
was. He was rather unprepared, 
in that he did not have a list 
showing the prices of the differ- 
ent cars, and in each case he 
would have to run and ask an- 
other man what price was on that 
automobile. The second gentle- 
man was, without a doubt, on his 
‘oes and seemed to drop back to 
see how we were getting along 
at just the right time so that the 
interest was kept alive. 


Job Too Expensive 


Dealer J—I asked the salesman | 


to show me a 1936 or 1937 

coupe. He told me that they had 
a '36 and a ‘37 and a ’36 
and ’'37 at the other show- 
room which he would be glad to 
show me. He took me to the other 
showroom in his automobile. 
After we got there I took a par- 
ticular fancy to a ’37 convertible, 
and he immediately went to work 
on me for that automobile, drop- 
ping all efforts to sell the much 
cheaper ’'37 coupe which he 
brought me there to see. I kept 
telling him that the convertible 
job was too expensive, and would 
take too much money on the 
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FIRST OF PONTIACS district managers’ training school groups, which recently completed its 
course at Pontiac’s central office. District managers are brought from all parts of the country for the 
schooling, with Norman G. Helwig in charge. D. U. Bathrick, assistant general sales manager in charge 
of east, opened the first school. Left to right, district managers and their zones: W. L. Robinson, Albany; 
C. T. Trotter, Des Moines; J. E. Tierney, Cleveland; W. R. Fox, central office sales promotion; C. A. 
Porter, Washington; L. S. Payne, Atlanta; Bathrick; Helwig; C. T. Hadenfeldt, St. Louis; H. S. Baker, 
Oklahoma City; C. A. Stewart, central office sales promotion; W. G. Bretzer, Denver; Harvey Walker, 
Cincinnati, and H. B. Walker, Oakland, Calif. 





trade, but he continued to ask me 
to bring my car down and he 
thought we could arrange a deal. 
On leaving, he asked me to get 
in his car, and he took me down 
to the office and urged me to 
come in before the end of the 
week, as he thought I would get 
a better deal because the manager 
was out of town and the boys 
wanted to trade a few cars be- 
fore he got back on Saturday. 


Salesman is Reluctant 

Dealer K—I asked the sales- 
man to show me what they had 
in late model coupes, tell- 
ing him I had a car to trade, but, 
frankly, he was a bit reluctant to 
go out of his way to make a sale. 
He showed him one automobile, 
giving me two reasons for its 
being a good car—(1) original 
miles, 19,000; (2) original paint 
job. He did not offer to demon- 
strate the car, nor even start the 
motor. He mentioned that they 
had another coupe for sale, 
but it was not on the floor. He 
told me that I was looking at the 
better of the two cars, and thus 
all mention of the second automo- 
bile ceased. I told him I had a 
1935 to trade that was in 
excellent shape, and he spent the 
next five minutes telling me that 
they had just sold a car identical 
to mine, only a 1934, for the sum 
of $250, which automatically dis- 
couraged me from trading cars 
with them. He did not ask my 
name, address, or anything about 
me, so that it is impossible for 
him to follow up in an effort to 
make the sale. He did ask that I 
drive down some day and they 
would be glad to look my car 
over. 

Dealer L—The prospect was not 
looking for a car when the fol- 
lowing incident took place. He 
was talking to the manager when 
a car drove up in front of the 
place of business. One of the 
occupants of the car pointed out 
one of the cars on the floor, then 
drove on but was back again in 
a few minutes and slowed up in 
front of the display room again. 
This time, the salesman on the 
floor went out after the prospect 
and brought him into the sales- 
room. 


Bear Mfg. Sales in Jan. 

Up 15% Over Jan., ’37 

ROCK ISLAND, Ill.—With Bear 
Manufacturing Co. sales in Jan- 
uary up 15 per cent over the 
same month last year, and the 
District of Columbia car inspec- 
tion bill passed by congress, Will 
Dammann, president, is well 
pleased with the prospects of- 
fered by 1938. 

Dammann reports that 200,000 
cars have already been inspected 
on the Bear safety test equip- 
ment operating in Washington 
since 1936. February opened with 
the plant here working on one 
order among others for $50,000 
worth of frame _ straighteners, 
wheel balancers and _ smaller 
equipment Dammann said. 


Roads Hold Key 





to Car 


Future, Klingler Declares 


PONTIAC.—Sharp improve- 
ment in the process of road de- 
velopment is essential to the 
future well-being of the motor 
car industry, it was declared 
in address here last week by H. 
J. Klingler, general manager of 
Pontiac Motors. 


Klingler, introducing Murray D. 
Van Wagoner, Michigan highway 
commissioner, to a capacity crowd 
at the Pontiac high school audi- 
torium, asserted that in 1904 there 
were three miles of surfaced high- 
way for each car in use, while 
today there are 29 cars in use 
for each mile of surfaced high- 
way. 

“You and I and everyone else 
who drives knows that the na- 
tional highway system is wholly 
inadequate to carry modern motor 
traffic at anywhere near the 
speed with safety which has been 
engineered into the cars,” Klingler 
said. “Some years ago alarmists 
were warning of a _ saturation 
point for motor cars. It would 
be more accurate to speak today 
of an impending saturation point 
for our national highway system. 
There were 3,000,000 miles of 
roads in the United States at the 
beginning of the present century. 
Thirty-eight years later there are 
still only a few more than 3,000,000 
miles, with only a fraction of 
that number adequately surfaced. 


“We need more roads, wider 
roads, straighter roads and safer 
roads. We need to bring the 
farmer out of the winter mud 
hole. We need to relieve summer 
week-end congestion on our prin- 
cipal highways. We need roads 
as fool-proof from a safety stand- 
point as human ingenuity can de- 
vise. We need a thousand and 
one other highway improvements 
if we are to realize the utmost 
from the maneuverability engi- 
neered into the modern motor car. 


“Used cars are now bottling up 
the new car potential in this 
industry. But we feel that this 
is a temporary condition, with 
strong corrective measures al- 
ready under way. Because of the 
essential slowness of new high- 
way construction, we need to be 
sufficiently far-sighted lest the 
next bottle neck, not so quickly 
and not so easily remedied, be a 
lack of safe and sufficient high- 
ways. 

“What a lack of adequate room 
for motor cars can do to the new 


Harden Heads Dealers 


CIRCLEVILLE, O.—B. F. Harden, 
Circleville, has been elected president 
of the Pickaway County Automobile 
Dealers’ Assn. The organiation is 
the first the dealers have had since 
1933. Other officers are Ralph 
Leach, vice-president; Adrian Yates, 
secretary, and J. H. Stout, treasurer. 


car business is pointedly shown in 
New York City. Due to congested 
streets and highways, and for no 
other major reason, there is only 
one motor vehicle owned for 
every 11.6 people as compared 
with a national average of one 
for every 4.55 people. In other 
words, the national average is 
two and one half times as high 
as in New York City.” 


Diesel Advances 
Rapidly Among 
British Motorists 


LONDON—(UTPS) — How 
Great Britain has adopted the 
diesel-type of heavy oil engine 
in passenger transport is strik- 
ingly demonstrated by registra- 
tion figures for 1937. These total 
4,007, compared with a total for 
the same period of only 1,800 for 
the light oil type. 

How rapid has been this de- 
velopment can be appreciated 
from a comparison of the total 
for 1936, which was 2,879 heavy 
oil units and 2,310 light oil, ex- 
cluding taxis. Light oil figures 
have a slight advantage in these 
statistics, issued by the Society 
of Motor Manufacturers and 
Traders, since they include the 
8-14 passenger class, a field not 
yet covered by the diesel-type; 
though with coming developments 
in small high-speed diesels, this 
year’s figures should include this 
classification. 

It was not until 1934 that the 
SMMT statistics showed heavy-oil 
vehicles separately, when passen- 
ger registrations for this type 
reached only 818. 

In the truck field progress has 
not been so rapid. For the same 
period total heavy-oil registra- 
tions were 1,660 compared with 
76,000 for light oil. The explana- 
tion of this discrepancy is that 
British taxation and running 
costs favor the use of a very 
small vehicle wherever possible. 

In the field of really heavy 
trucks, the diesel-type was strik- 
ingly more popular. Thus there 
were 69 of 7-8 tons newly reg- 
istered, but only 17 light-oil 
trucks of similar size. 

Diesel development in Britain 
has not been favored by legis- 
lation. But before 1935 a dif- 
ferential road-tax operated 
against them, and when this was 
abolished the fuel tax on oil was 
raised two cents to 16 cents a 
gallon. 

In London, of the 1936 total of 
7,470 buses and coaches operat- 
ing, 1,772 were of the heavy-oil 
type, and of these more than 1,000 
belonged to the London Passenger 
Transport Board. 
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.-» But No Man Stands Alone and Unaided Under this Sign! 


HE franchise this Buick 

dealer signed made no ref- 
erence whatever to a partner or 
a partnership. 


Yet every man who signsa Buick 
franchise enters into an unwrit- 
ten partnership — and it is that 
partnership which makes the 
Buick contract one of the most 
valuable in the industry. 


This partnership begins with the 
Buick field man. He’s a man who 
knows the business of selling cars 
at retail. He’s a man trained in 
the job of helping dealers oper- 
ate on a thoroughly sound and 
profitable basis. 
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He’s a man whose interest is the 
dealer’s interest — because his 
own future depends on how suc- 
cessful he is in helping the dealer 
to succeed. 


But the partnership does not end 
there. It goes on to sales execu- 
tives in constant touch with the 
field and the merchants in it. 


It includes engineers who are 
fully aware that their designs 
must include salability as well as 
advanced engineering thinking. 


It includes production and 

pricing policies based on the 
fundamental idea that value 
comes first—that merit must 
reach the highest levels 
while prices scrape 'the low- 
est possible bottoms. 


And this partnership which 
is an unwritten part of every 


Buick franchise includes manage- 
ment fully aware that its own 
destinies are. wrapped up in the 
destinies of its dealers. Manage- 
ment that measures its own suc- 
cess in terms ofthe degree of profit- 
able operation its dealers enjoy. 


No—no man stands alone and 
unaided under the Authorized 
Buick Dealer sign. From the first 
day that sign goes up throughout 
his business life he has a willing 
teammate at his side helping him 
to succeed. 


That is why the Buick dealership 
is made up of men of such uni- 
formly high calibre. 


That is why Buick dealers are 
so well content with their pros- 
pering lot. 


That is why the Buick franchise 
is one of the most valuable in 
the industry. 





Fe ort Wayne Used Car Show Results in 


Value Placed a 
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at $75,075; 


60 New Cars Alte Sold 


Special to Automotive Daily News 

FORT WAYNE, Ind.—The 
“Quarter Million Dollar” used car 
display, sponsored here last week 
by the Fort Wayne Auto Trades 
Assn., resulted in 258 used car 
sales, having a total value of 
$75,075, a final checkup revealed 
this week. 

In addition the show, which had 
co-operation of local newspapers 
as well as dealers, resulted in the 


R. I. Dealers Kill 
Bill to Regulate 
Motor Industry 





(Continued from Page 1) 


the Rhode Island Automobile 
Dealers’ Assn. and the Rhode 
Island Auto Salesmen’s Assn. As 
a result, both groups were well 
represented in the delegation of 
more than 50 men which assem- 
bled in the state house corridors 
a few minutes before start of the 
scheduled hearing. 


Various members of the group 
contacted their respective repre- 
sentatives in the general assem- 
bly, and succeeded in bringing to 
bear sufficient pressure to force 
indefinite postponement of the 
bill by the senate finance com- 
mittee. In Rhode Island legisla- 
tive circles, such indefinite post- 
ponement is tantamount to “per- 
manent demise.” 


Move Equipment 


FLINT.—Clarence H. Moen Sales 
announced that all production equip- 
ment has been moved from Genessee 
Tool Co., Fenton, to the Flint Manu- 
facturers’ Service plant here. The 
Genessee plant is being re-equipped 
with new machinery and will manu- 
facture cutting tools. A. M. Gruner 
has been named Genessee general 
manager. 





sale of 60 new cars during the 
week. 

Besides the special displays in 
dealer showrooms, the association 
sponsored the burning of 130 
junkers in a 40-foot pyre near the 
city, which attracted 10,000 per- 
sons and served to enliven the 
used car show. The destroyed 
cars once cost Fort Wayne mo- 
torists nearly $90,000. 

From reports of 14 dealers par- 
ticipating, visitors to showrooms 
during the week’s display totaled 
4,421, which meant an average 
of one used car sale to every 15 
visitors. 

The following members of the 
association took part in the show: 
Baker-Miller, Bueter Chevrolet, 
Collins Motor Co., Davis Auto Co., 
Goral Motor Sales, C. A. Grieger 
Co., C. B. Hayner Motor Co., G. 
S. Means Co., Pfeiffer Motor Co., 
Poinsatte Auto Co, Rousseau 
Bros., South Side Chevrolet Co., 
Chester G. Schiefer and Vetter 
Motor Co. 


F. W. Eaton to Head 
Detroit ASTE Chapter 


DETROIT. — Floyd W. Eaton, 
supervisor of apprentices, Bur- 
roughs Adding Machine Co., has 
been elected chairman of the 
Detroit chapter, American Society 
of Tool Engineers, for the coming 
year. 

Named as_ vice-chairman is 
Charles W. Thiede, chief tool en- 
gineer, Chrysler Corp. Ralph M. 
Smith, process engineer, Detroit 
Gear & Machine Co., was elected 
secretary and George W. Dema- 
rest, in charge of plant layout 
and process at Packard Motor 
Car Co., was named treasurer. 


William 
cartoons appear exclusively in Auto- | 
motive Daily News. 








AS AN ADDED INCENTIVE 


to keep up the good work of De- 


troit’s School Safety Patrol, Plymouth Motor Corp. again this year 


is offering free trips to Washington for 66 prize patrol boys. 


Traffic 


Director Fred W. Juergens, right, and Sergt. W. C. Rains, safety 


bureau director, inspect one of 
ducted by Officer Henry Hall for 


the “skull-practice” sessions con- 
Detroit’s school safety patrol. 


AAA Oil Change Inquiry 
Backs Makers’ Suggestions 


NEW YORK.—Following com- | 
into oil} 
contest | 
board of the American Automo- | 
bile Assn. recommends that car) 


inquiry 
the 


pletion of an 
change practices, 


owners be guided by the recom- 
mendations of the manufacturers 
of individual makes as to when 
motor oil should be changed. 

The contest board’s committee, 
composed of Ray W. Sherman, 
J. E. Schipper and B. E. Sibley, 
made the following report: 

“The 500-mile point for chang- 
ing oil was recommended by the 
industry some years ago when the 
car owner was not 
conscious and, because of his 
state of mind, he was in many 
cases damaging his automobile. 


How exact the 500-mile point was | 
in those days was a matter of | 


debate even then, but there is 


no question but that it served a} 


very useful purpose. 


“Since then the automobile has | 


become greatly improved and lu- 
brication has made advances. The 


Oge Fitzgerald’s famous | °¢ point all seem to be agreed 


on is that it is not necessary | 
today to change oil at 500 miles. 


PUTS YOU IN THE 


BANTAM 


BUSINESS! 


And Bantam’s Economy— 


“up to 60 MILES ON A GALLON’— 
gives you the best selling story of 1938! 


Bantam helps pay your overhead 


because it requires no extra sales room, 
sales force or service crew—rarely 
a trade-in—and gives you a big new 
market for your new and used cars. 


Ps 


flmerica 4 ONLY Economy Car 


WIRE OR WRITE 


AMERICAN BANTAM CAR COMPANY - BUTLER, PA. 


lubrication | 


| However, when is comes to rec- 
ommending a specific period, even 
engineers of the industry are not 
in agreement. A common figure 
is 1,000 miles. On the other hand, 
some of the best informed men 
in the business run far more 
than that without doing anything 
other than renewing oil, as it is 
consumed by operation. 


“We do not feel an organization 

such as this can recommend a 
specific point at which oil should 
be changed, beause if there is 
|such a point is can vary with 
different makes of cars. We be- 
lieve the car owner should be 
guided by the recommendation 
of the manufacturer of the 
vehicle, who is most familiar 
with the engineering principles 
behind it and who wants the car 
owner to have complete satis- 
| faction.” 
The board is now pursuing a 
| study with a view to establishing 
specific change points of dif- 
ferent makes. 





{ Head Stocks 
Take Sharp Drop 


1,443 used cars were sold in Kan- 
sas City in January of this year, 
according to complete figures 
from 60 dealers, compiled by the 
| Kansas City Motor Car Dealers’ 
Assn. In January of last year the 
sales totaled 2,012 cars. 


While sales for the month were 
| lower than last year, the number 
| of cars in the hands of dealers is 
| also lower. The figures for Feb- 
ruary 1 show that these 60 dealers 
| had 2,693 used cars on hand as 
| against 3,075 on February 1, 1937. 


New Alloy Reported 


By General Motors 


NEW YORK.—A new automo- 
bile alloy, made with indium, a 
rare, soft, white metal discovered 
75 years ago, was announced by 
General Motors laboratories at 
the American Institute of Mining 
& Metallurgical engineers here 
this week. 


The indium is used for linings 
of bearings for engine crank 
shafts and connecting rods. It is 
said to lengthen life of the linings 
by 200 to 300 per cent. The experi- 
ments were reported by C. F. 

Smart of the Pontiac division. 





Heppenstall Honored 


| PITTSBURGH.—The 600 employes 
| of the Heppenstall Co. this week 
| honored C. W. Heppenstall, the 66- 
| year-old president and treasurer of 
| the company, who has spent 45 con- 
tinuous years with the firm. He has 
| been president since 1920. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 








bers 
The letters and figures are treated 





KANSAS CITY, Mo.—A total of | 








258 Sales 


Used Car Drive 
Aiding Chicago’s 
New Car Sales 


CHICAGO.—North side dealers 
staging the 15th annual Motor 
Salon this week at the Edgewater 
Beach hotel are finding that cur- 
rent used car advertising cam- 
paigns have a salutary effect with 
new car prospects attending the 
show. 

Just how it is working out was 
told by Curtis M. Betts, chairman 
of the salon committee and Cadil- 
lac-LaSalle branch manager on 
the north side. 

Betts explained that with used 
cars being sold at: sharply re- 
duced prices and dealers adver- 
tising them on a large scale, 
salesmen need only flash pages 
from the newspapers to visitors 
at the salon by way of deflating 
lofty ideas on the part of pros- 
pects as to what their cars are 
worth on trade-ins. 

“The used car drives at pres- 
ent in Chicago are helping our 
new car business,” said Betts. 
“They are making prospects more 
humble than in a long time when 
it comes to demanding outland- 
ish allowances on the cars they 
now drive.” 

A compilation of sales made 
shows that the total reached $52,- 
750 during the first three days of 
the salon, stated officials. They 
also reported that attendance in 
this period approximated 18,000 
as compared with 28,000 for the 
entire run last year, thus assur- 
ing a sizable increase by the 
time the curtain rings down Sun- 
day night. The committee in 
charge made a survey among par- 
ticipating dealers of the 22 makes 
of cars on display and found 
them well satisfied with results 
in the matter of attendance and 


| orders closed. 


Illuminated Plates? 
MONTREAL. — Ontario motorists 
may soon have illuminated plates 
for their automobiles. The plates 
are said to have approval of mem- 
of the Ontario government. 


so that they stand out in the dark 
under reflected light. 
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INCREASED 
PAYLOAD 


BY USING NICKEL ALLOYS 


In hauling goods of any kind— 
the thing that counts is the pay- 
load. For the less weight you 
have in truck or trailer, the more 
payload you can carry. A strik- 
ing example of profitable weight- 
reduction is a recently-built semi- 
trailer designed to carry a 20-ton 
load concentrated over a length 
of only eight feet. The manufac- 
turer of this trailer, the Utility 
Trailer Mfg. Co., found it pos- 
sible to reduce dead weight as 
much as 25 to 30 per cent by em- 
ploying high-strength materials. 
Most of the weight reduction in 
this trailer is achieved in the 
frame, which is made of Nickel- 
chromium steel, used in “as- 
rolled” condition. Moreover, the 
other important parts of the ve- 
hicle, such as the engine and 
transmission, also feature high- 
grade Nickel alloys which com- 
bine great 
strength with 
lower weight. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N. Y. 





USED CARS SELL 


TO BUYERS WITH CASH AND CONFIDENCE 


(‘ utomobile manufacturers, concerned prima- 


rily with selling new cars, are today increas- 
ingly aware that the new car market is definitely 
geared to the used car market. And today’s used 


car problem is primarily one of selling them now. 


Sell TODAY to buyers with CASH 


Families with over-average earnings respond most 
quickly to advertising . .. and The New York Times 


reaches more such families than any other news- 
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paper. That's why advertisers use The Times more 
than any other New York newspaper . . . and have 


been doing so for nineteen consecutive years. 


Sell TODAY to buyers with CONFIDENCE 


As important as the car itself in a used car sales 
transaction is the buyer's confidence in the seller. 
Readers of The Times have implicit confidence in 
what they see advertised in The Times .. . a con- 
fidence fostered by the knowledge that The Times 
is the country’s recognized leader in maintaining 


the highest standards of advertising acceptability. 


Advertising in The Times reaches a large and 
active cash market... a ready market for today’s 
used car offerings . . . puts a label of buyer con- 
fidence on used cars that helps dealers sell them 
quickly. Why not help your new car market by 


helping your dealers sell their used cars right now? 


The New Pork Times 


“ALL THE NEWS THAT’S FIT TO PRINT” 


Advertising Representatives: John B. Woodward, Inc., New Center Bldg., Detroit 
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New Chris-Craft 40-ft. Double Cabin Enclosed Bridge Cruiser. Priced from $9290 f. 0. b. factory 


Chris-Craft leadership in the marine industry is world- 
wide. And this luxurious 40-ft. Double Cabin Enclosed 
Bridge Cruiser is a striking example of the beauty of 
line, seaworthiness and strength that Chris-Craft’s un- 
surpassed facilities and engineering experience can 
create. Select Philippine mahogany construction. From 
its double planked bottom to double planked decks 
and covering boards, only the finest materials are 


used. Full 40’ overall; generous 11'6" beam. Designed 
throughout for seaworthiness, easy handling and econ- 
omy. Richly fitted, beautifully decorated interior. 
Sleeps six. Around-the-horizon visibility. This 
luxury-cruiser is available with single or twin screw 
engines fitted with oil and water cooled reduction 
drives. Speeds from 13 to 22 miles per hour. Salt 
water equipped throughout. 


1938 Chris-Craft 31-ft. Enclosed Cruiser. Priced from $3990 f. 0. b. factory 


The universal reputation for dependability, economy 
and long service makes any Chris-Craft boat a wise 
investment. And this 1938 Chris-Craft 31-ft. Enclosed 
Cruiser is a favorite with discriminating yachtsmen 
everywhere. For it is the finest of moderate- sized 
cruisers— full 31’ overall with generous 11'2"° beam. 
Select Philippine mahogany construction assures longer 
life, greater beauty. Comfortable sleeping quarters 


for four. Convertible dining nook (available at slight 
extra cost) makes extra bed for two. Complete ardund- 
the-horizon vision from deckhouse. Double planked 
bottom. Salt water equipped throughout. Available 
with either single or twin screw engines equipped with 
oil and water cooled reduction gears. Speeds from 
11 to 20 miles per hour. This beautiful, fast Cruiser 
is easy to handle, surprisingly economical to operate. 


This Chris-Craft Marine Engine Plant, Cruiser and Runabout Plants, all 


rarer eg 


Algonac, Michigan, are the largest in the industry. And 


Chris-Craft is the only manufacturer building a complete line of Runabouts, 
Utility Boats and Cruisers up to 40’ overall for every purse and purpose 
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CHRIS-CRAFT CORPORATION, Detroit Road, ALGONAC, MICHIGAN 


Direct Factory Branch * 


Chicago Display * 


83 East 45th Street, New York, 
1200 South Michigan Avenue, Chicago, Illinois 


N. Y. 
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Washington Analyzed 
On Car Sales Decline 


By William Ullman 
Staff Correspondent, ADN 

WASHINGTON.—With new car 
sales off approximately 50 per 
cent in January as compared 
with the same month last year, 
and used car sales down in gen- 
erally the same proportion, Auto- 
motive Daily News has been con- 
ducting a survey in the District 
of Columbia area in an effort to 
develop the causes, the trends, 
and the likely effects in the near 
future. 

The District of Columbia situa- 
tion is rendered difficult of pre- 
cise analysis because, in contrast 
to so many other centers through- 
out the country, there has been 
no marked falling off in employ- 
ment. Thus there is presented 
here the picture of a community 
which has not followed the trend 
of the country in a sharply rising 
curve of unemployment, but has 
followed the general trend in a 
precipitate fall in the sales of 
both used and new automobiles. 

Study indicates that the follow- 
ing factors have entered into the 
Washington situation: 

A feeling of uncertainty 

among federal employes that, 
while the federal government has 
not embarked on a program 
either of radical personnel reduc- 
tion or salary cutting, either 
course is a distinct possibility. 
The latter is not seriously con- 
sidered in official quarters but 
some, although not widespread, 
reductions in force have taken 
place. That there is a tone of 
uneasiness throughout the federal 
establishment with respect to a 
coming economy wave which may 
throw thousands of Washington- 
ians out of work, is quite appar- 
ent. 
2 Increased demands upon 

Washington wage earners 
who may, because of increased 
unemployment elsewhere, be 
called upon—as they were during 
the depression—to contribute to 
the support of relatives. 

A “buyers’ strike,” due to the 

higher cost of motor vehicles. 
Dealers report that many pros- 
pects state frankly that they are 
awaiting reductions in the price 
of new cars. This is especially 
true of owners of later model 
cars who feel that they can wait 
—a year or even two if necessary 
—until prices hit their former 
levels. 

There remains much feeling 

that the lack of marked 
change in many lines of cars 
continues to have an adverse ef- 
fect on sales. 

Taken for the District of Col- 
umbia as a whole, used car 
stocks are not top-heavy; in other 
words, stocks are not abnormally 
oversize in relation to new car 
sales. That, however, is an aver- 
age condition and varies with in- 
dividual dealers. 

The older used cars are mov- 
ing best; the ’35s, ’36s and ’37s are 
moving more slowly, and the 


Lewis Is Named 
By J. & L. Steel Co. 


NEW YORK.—H. E. Lewis, 
chairman of the board of Jones 
& Laughlin Steel Corp., also be- 
comes president of the company, 
following the resignation this 
week of S. E. Hackett, president 
since 1934. 

The corporation also announced 
the election of Lewis M. Parsons 
as a director and vice-president 
in charge of sales. Parsons has 
been in charge of the Philadel- 
phia sales office. 


40 Cars Destroyed 


OWENSBORO, Ky.—Fire sweep- 
ing through the Whitney Transfer 
Co. terminal here did damage 
amounting to $36,500 to 40 new and 
used automobiles, 11 pieces of farm 
machinery and the building. The 
cars were owned by the Short Bros. 
Motor Co., the Harry Holder Motor 
Co. and the Milton Field Co. 


later the model the slower it 
moves. 

Should the government not un- 
dertake an economy program 
which will force large numbers 
of employes off the federal pay- 
roll, it is regarded as extremely 
likely that March and April will 
witness a substantial upswing in 
new and used car sales here. 
Should the status quo with re- 
gard to employment in Washing- 
ton be maintained, and should 
the trend toward price reductions 
become general, there is every 
reason to believe that sales in 
this territory will spurt sharply 
upward. 

It is apparent that general con- 
ditions here are far steadier than 
in almost any other large city in 
the country; and the traditional 
situation with respect to the sale 
of automobiles has undergone no 
irremediable change. 

That the factors outlined above 
are playing varying roles in the 
present definite recession in the 
trade is not to be questioned. As 
the problems which they present 
are soundly met, nationally as 
well as locally, a return both to 
normalcy and to progress can be 
confidently anticipated. 


Beatty Elected 
New Head Of 
Denver Assn. 


DENVER.—E. Jack Beatty, 
Hoskins Beatty Motor Co. (Olds- 
mobile), has been elected presi- 
dent of the Denver Automobile 
Dealers’ Assn. for the ensuing 
year, succeeding Lester Thomas, 
Thomas -Hickerson Motor Co. 
(Dodge-Plymouth). 

Fritz Altvater of Liberty 
Trucks & Parts Co., was elected 
vice-president, while Thomas D. 
Braden was re-elected secretary- 
manager. New directors are Kirk 
Howry, Howry-Berg (Plymouth); 
Harry Leeman, Leeman Auto Co., 
and A. R. Hickerson, Thomas- 
Hickerson. Directors with one 
year yet to serve are Lou Cohan, 
Denver Buick, and A. S. Brod- 
head, Tom Botterill, Inc. (Hud- 
son). Retiring directors are Al- 
ston McCarty, McCarty-Sherman 
(Ford) and William Ervin. 

Following the election of offi- 
cers, members of the organiza- 
tion listened to an address by 
Dean Gillespie, president of the 
Colorado Motor Car Dealers’ 
Assn. Past presidents of the as- 
sociation still in the automobile 
business were guests. 


Product Program 


Launched by AC 


FLINT.—A new product devel- 
opment program, designed to cre- 
ate new business and increase 
employment, is under way at AC 
Spark Plug division of General 
Motors. 

The program was launched 
when Charles W. McKinley, AC 
chief engineer, who outlined some 
specific lines along which he 
wanted company engineers to 
work. 

“Major products in the automo- 
tive and allied fields were sug- 
gested at the meeting of en- 
gineers and now are in the proc- 
ess of development,” McKinley 
said. 


18 States Now Limit 


Untaxed, Imported Fuel 


WASHINGTON.—Eighteen 
states have passed laws limiting 
the amount of gasoline which 
may be brought from outside 
their borders without payment of 
additional motor fuel taxes, the 
federation of tax administrators 
reported this week. 

The laws are designed to pre- 
vent motor vehicles from using 
the respective highways without 
contributing to their construction 
or maintenance. 
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Hearing on Pa. ‘Little NRA’ Halted by Dispute 


» 


| 
| power to the manufacturer to Sx | 
| car prices in Pennsylvania, and |} 
| that the commission is composed | 


Counsel to Set Arguments Jan. Business Index Down, 


Before Case is Resume 


(Continued from Page 1) 


and Henry W. Mansure, trading 
as Kennedy & Mansure in used 
cars. 

The court dispute arose when 
Willis F. Daniels, associated with 
Maurice Chaitkin, Pittsburgh, 
counsel for two automobile asso- 
ciations—the Pennsylvania Auto- 
motive Assn. and the Pittsburgh 
Automobile Assn., attempted to 
have the court approve interven- 
tion of the associations in de- 
fense of the act’s constitutionality. 

Former Attorney General Wil- 
liam A. Schnader, counsel for the 
car dealers, argued that only pub- 
lic interest should be considered 
in the right of a third party to| 
intervene on the side of the com- 
monwealth, and the property| 
rights of the dealers in the asso- 
ciations cannot be considered. He | 
said that “the plaintiffs would get 
no relief in an action against a 
dealer” and that “if a dealer is| 
permitted to intervene for the de- | 
fense, every automobile owner in | 
the commonwealth has a right to | 
intervene also.” 

The motion to bar any dealers 
or dealers’ associations from in- 
tervention for the defense was 
upheld by President Judge Wil- 
liam M. Hargest, who said that | 
“in many of these cases the in-| 
tervenors have been ousting the | 





°38 Chicago Show | 
Dates to Concur | 


With N. Y. Event! 


(Continued from Page 1) 

the industry and a lure for huge 
crowds.” 

A major reason for choosing | 
Nov. 12-19 was the fact that it is | 
the only available period unless 
Chicago were to precede New| 
York with its show. The amphi- 
theatre is booked for Nov. 26-| 
Dec. 3 by the International Live 
Stock Exposition. It was felt, 
said Holingshead, that Dec. 10- 
17 for the automobile show would 
create competition with the 
Christmas rush and also prove 
too great a gap in time between 
the New York and Chicago af- 
fairs. 


Noted Athletes to Attend 
Hudson Co. Car Show 


JERSEY CITY, N. J.—Several 
prominent sports figures, includ- 
ing Joe DiMaggio, Carl Hubbell 
and James J. Braddock, are 
scheduled to attend the annual 
spring Hudson county automobile 
show which will be staged in the 
Jersey City Armory, Feb. 21-26, 
with dealers from all parts of 
Hudson county co-operating. 

Appearance of the noted ath- 
letes is being arranged through 
co-operation of the local Lions 
Club, which is also sponsoring a 
guessing contest during the show. 





U. S. Safety Authority 


Asked by Reynolds 


WASHINGTON.—Establishment 
of a federal highway safety au- 
thority, to be composed of repre- 


sentatives of federal and inde- 
pendent national safety organiza- 
tions, was proposed in congress 
this week by Senator Robert R. 
Reynolds, of North Carolina. 

Necessitating no new depart- 
ments or federal expenditures, 
Reynolds said, the authority 
would devote its efforts to de- 
creasing the number of traffic 
deaths on the nation’s highways 
and streets. 





Baker’s Successor Chosen 


AKRON.—Goodyear Tire and Rub- 
ber Co. directors this week elected 
George A. Sloan, New York, to fill 
the vacancy of the late Newton D. 
Baker. 


commonwealth and controling the 
litigation.” 


In outlining the act before the | 
court at the start of the hearing, | 


Schnader described it as “the 
greatest piece of crack pot legis- 


lation that we have ever had in| 


Pennsylvania. 


“The act is nothing more nor| 


less than a price-fixing regulation 
to gouge the public for the bene- 
fit of certain automobile dealers,” 
he charged. 
police measure because 
nothing to protect the public 
health, safety and welfare. The 
real safety measure is taken care 
of in the law which sets periodic 


| inspection of automobiles.” 


Schnader said the act gives 


| ber must have been a dealer in 


“It is not a proper | 
it does | 





“of men in this business who may | 
be authorized to tell their com-| 
petitors what to do.” One mem-| 


used cars for at least five years; 
two others are new car dealers 
for the same period, and another 
is a salesman of new cars. 

Members appointed to the com- 
mission, which never functioned, 
are William D. Teefy, Leo J. 
Spaeder, William R. Tucker jr., 
William A. Gallagher and Ollie 
Flotzinger. 





Finisher Announced 


DETROIT.—A new model Duplex 
Gear Finisher has been announced 
by Michigan Tool Co. It is designed 
for use where requirements call for 
finishing both extremely large as 
well as small gears on a single ma- 
chine, or where it is desired to finish 
two gears simultaneously. 


TOUGH customer 
might very well ask 

that question when he 
first looks inside one 

of the 1938 cars. The new 
“Breathing Back” Mohair 


Velvet Upholstery certainly is too beautiful to 
look durable. So soft and sleek! So luxurious! 


But make no mistake — this fine new fabric 
is durable almost beyond belief. And the 
upright fibers are denser and shorter — pro- 
viding a slide-easy surface that is easy on 


clothing. 


But 16 Areas Show Gains 


DETROIT. — Although there 
was a general decline in business 
activity in January, 16 trading 
areas in the country were able to 
show a gain over their December 
levels, according to the monthly 
survey of 147 trading areas con- 
ducted by the research depart- 
ment of Brooke, Smith & French, 
Inc. 

“A small group of these are 
located in the agricultural dis- 
trict of the Northwest, where re- 
sistance to the decline is most 
noticeable,” the report continues. 
“Nine other areas resisted the de- 
cline, at least to the point of re- 


maining at their December levels. 


Out of a total of 147 areas, 122 
registered declines.” 

The national business index de- 
clined four per cent in January, 
dropping to 33 per cent below 
normal. This compares with six 
per cent below normal a year ago 
and 21 per cent below normal two 
years ago. 

The greatest January gains, 
with indexes improving one per 
cent or more over December, were 
registered in the following areas: 

Aberdeen, Akron, Beaumont, 
Fargo, Ft. Wayne, Ft. Worth, 
Joplin, Louisville, Miami, Minne- 
apolis, Minot, Portland, Ore. 
Sioux City, Sioux Falls, St. Joseph, 
Mo. and Wilmington, Del. 





Eee 


The porous ventilated back gives a cooler 
ride in summer — a more comfortable one 
in any season. And, believe it or not, this 
kitten’s-ear fabric can actually be safely 
scrubbed with soap and water! 


The new “Breathing Back” Mohair Velvet 
helps sell new cars to all kinds of prospects 
—whether they’ve an eye for beauty, a taste 
for style, or a nose for value. 


Specify it on all your 1938 cars to help make 


your present selling job 


easier, and your 


future used car profits bigger. 


COLLINS & AIKMAN CORPORATION 


200 MADISON AVENUE 


NEW YORK, N. Y. 








NEW YORK.—A new high i in 
proven petroleum reserves 
Jan. 1, 1938, in the United States 
—15,507,268,000 barrels— was an- 


nounced this week by the Ameri- | 


can Petroleum Institute. 

The total is 2,443,868,000 barrels 
more than the estimate of Jan. 
1, 1937. 

The estimate was contained in 


All Neb. Vehicles 
for Hire Placed 
Under New Tariff 


LINCOLN, Neb.—By issuing an 
unexpected and sweeping order, 
the Nebraska state railway com- 
mission this week placed under 
the new common carrier truck 
tariff all vehicles operated for 
hire. The only trucks exempted 
are farmers doing their own haul- 
ing and concerns owning their 
own trucks and moving goods 
with their own facilities. 

The new airline tariff is now 
in effect, providing set forms for 
waybills, requiring insurance and 
firm rules for carrying frieght. 
There are penalties for rate cut- 
ting. Truckers’ associations are 
being organized in each county 
to enforce the schedules and con- 
ditions. 

The law, passed by the last 
session of the legislature, ex- 
empts vehicles hauling agricul- 
tural products. There are about 
10,000 trucks engaged in agri- 
cultural transportation. As passed 
by the legislature, the law af- 
fected about 4,000 trucks. In- 
voking the constitutional author- 
ity invested in the commission, 
the order was issued to include 
all trucks being operated for hire. 

Carriers hauling agricultural 
products exclusively must now 
comply with the airline rate 
schedules. 


Big Sales Seen 


for Car Radios 


PHILADELPHIA.—In spite of 
restricted automobile production, 
March Fisher, sales manager of 
the Philco auto-radio division, 
believes 1938 will offer increased 
opportunity for the automobile 
radio dealer. 

Fisher figures that car radio 
sales are no longer tied to auto- 
mobile production figures, but 
are showing a continual increase 
because of wider public accept- 
ance. For the dealer, he declares, 
“automobile radio still represents 
an open field with many potenti- 
alities.” 


ATA to Meet in Akron; 


Plans Safety Congress 
AKRON.—The Akron otor 
Transportation Assn. will play 
host to approximately 200 mem- 
bers of the American Trucking 
Assns., Inc., here beginning next 
Tuesday, and it is planned to 
form a national safety congress 


for the industry during this ses- 


sion. 

William Lawrence, safety di- 
rector of the U. S. Truck Lines, 
Inc., Cleveland; Fred L. Dennis, 


director of highway safety for | 
| that his organization is preparing 


the Bendix Products Corp., and 
others will address the meetings. 
James G. Hayden of the National 
Safety Council, Charles G. Mor- 
gan, manager of the safety di- 
vision of ATA, and H. H. Kelly, 
director of safety for the bureau 
of motor carriers, interstate com- 
merce commission, are also ex- 
pected to attend. 


E. E. Borneman 
DETROIT.—Funeral services will 
be held here Saturday for Edwin F. 
Borneman, 40, purchasing agent for 
Graham-Paige Motors Corp. for 21 
years, who died Wednesday. 


on | 
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U. s. Proven Oil Reserves Set New All-Time High 


Exceed 15 Billion Barrels, 
Up 2 Billions in One Year 


a a report filed with the institute by 
its committee on petroleum re- 
serves. J. Edgar Pew, of the Sun 
Oil Co., Philadelphia, is chairman 
of the committee. 

The estimate makes no allow- 
ance for possible reserves in un- 
tested areas, the report said, rep- 
resenting only the amount of 
crude oil which may be extracted 
by present known methods from 
fields now completely developed 
or drilled, or sufficiently drilled 
and explored to permit reasonably 
accurate calculation. 

New reserves discovered in 1937 
were estimated at 928,742,000 bar- 
rels, making the total 16,784,932,- 
000 (B) barrels. From this, the 
committee deducted 1,277,664,000 
(B) barrels as an estimate of oil 
produced in the United States in 
1937. 

The report breaks down the 
proven reserves into four prin- 
cipal divisions, as follows: 

California—3,063,142,000 barrels; 
Rocky Mountain states—399,839,- 
000; central and southern states— 
11,508,205,000; and eastern states 
—536,082,000 barrels. 

The reserves of Texas were 
estimated as the largest, amount- 
ing to 8,247,928,000 (B) barrels. 
California’s reserves were placed 
in second position and Oklahoma 
—with 1,440,692,000 (B) barrels— 
third. 


N. J. Bill Seeks 
Control Over 
Fuel Practices 


TRENTON, N. J.—Several bills 
of automobile interest were in- 
troduced in the state legislature 
here this week, including a meas- 
ure providing for the creation of 
a state board with price-fixing 
powers to control the retail gaso- 
line industry in New Jersey, and 
a bill to repeal the state’s motor 
vehicle inspection program. 

Gasoline retailer groups last 
year succeeded in having a con- 
trol board bill approved by the 
assembly, but it was killed in the 
senate. Assembly Speaker Her- 
bert J. Pascoe, who sponsored the 
bill last year, again introduced 
the legislation this week. It is 
supported by retailers who claim 
it is their principal hope of end- 
ing price wars and unfair trade 
practices. 

The inspection law repealer, 
sponsored by Assemblyman John 
W. Vasbinder, is not expected to 
be accorded much consideration, 
due to the fact that most of the 
protests which greeted inaugura- 
tion of the inspection program in 
January have since subsided. 

A bill by Assemblyman Frank 
C. Osmers jr. would extend to 
Mar. 31 the expiration date of 
automobile registration and driv- 
ers’ licenses. Several other bills 
with the same purpose but set- 
ting different dates previously 
have been introduced. 


R. I. Motor Club Fights 


Diversion, Tax Boost 
PROVIDENCE.—Seeking united 
action by the state’s motorists, 
President Sam W. Burchiel of the 
Automobile Club of Rhode Island 
has warned Gov. Robert E. Quinn 


for a “finish fight” against di- 


|version and the proposed re-en- 


actment of the three-cent state 
tax on gasoline. 

Burchiel’s action followed re- 
ceipt of a letter from the governor 
to the effect that his administra- 
tion will advocate continuation of 
the three-cent tax for the fiscal 
year starting July 1 next. It was 
recalled the tax was increased 
from two to three cents a year 
ago, aS an emergency relief meas- 
ure, and that it was to continue 
in effect only until the end of the 
present fiscal year, June 30. 











AUGMENTING BODIES AVAILABLE on the new Hudson 112 chassis, Hudson has added this six- 
passenger brougham. The brougham, like other Hudson bodies, is a complete steel unit, and has a 
width of 55 inches from door to door in the front compartment. 


Hudson Adds Brougham 
To Chassis in 112 Line 





-- — 


AAA Outlines 
Motoring Safety 
Steps in 1937 


WASHINGTON.—The year 1937 
was featured by the _ greatest 
advance of any single year in 
preparing new drivers for their 
responsibility at the wheel and 
in the constructive education 
of both motorists and pedestrians 
in sound practices for using the 
streets and highways, according 
to the American Automobile 
Assn. 

The national motoring body 
cited the highlights in the safety 
education and driver training field 
during 1937 as follows: 

Three states, Connecticut, New 
York, and Wisconsin, enacted 
legislation requiring safety edu- 
cation in the schools, making 20 
states which now require such 
education as a result of board of 
education regulations or state 
laws. 

More than 5,000 high schools 
now offer some form of driver 
education and approximately 
270,000 “Sportsmanlike Driving” 
text pamphlets developed by the 
AAA in collaboration with educa- 
tors were placed in the hands of 
students. 

Twelve outstanding colleges and 
universities co-operated with the 
AAA in driver training work and 
offered summer courses for in- 
structors, fitting more than 600 
teachers to help meet the demand 
for competent instructors in high 
schools. In addition, 13 short 
courses for teachers desiring to 
become driving instructors were 
conducted in co-operation with 
state and local educational au- 
thorities and colleges at scattered 
points throughout the country. 

Manufacturers of automobiles 
evidenced new interest in train- 
ing drivers and the Pontiac Motor 
division of General Motors made 
available a fleet of dual-control 
Pontiacs for use in the AAA 
driver training program. 


Wyo. Collects $43,000 


In Car Caravan Taxes 


CHEYENNE, Wyo.—The state 
caravan tax of $6 on every auto- 
mobile moved through Wyoming 
for resale elsewhere has brought 
in more than $43,000 in the 10 
months it has been enforced, ac- 
cording to figures compiled by 
the state highway patrol. It is 
estimated that more than 7,000 
cars have been moved across the 


state from eastern factories to} 


western dealers, and the move- 
ment was especially active in 
January, this year, when the pa- 
trol collected $10,000 in such fees. 
In nearly five years of opera- 
tion the patrol has collected $501,- 
955 in fines and automobile, 
truck and trailer registrations. 








front compartment from door to 


DETROIT.—The Hudson Motor 


Car Co. announces that it has 
augmented the bodies available 
on the new Hudson 112 chassis by 
the addition of a six-passenger 
brougham. 


The new bodies are already in 
production and shipments are be- 
ing made. In the original show- 
ing of these cars, there were no 
broughams. However, in answer 
to demand from both dealers and 
the public, the brougham has now 
been added, factory officials said. 

The new brougham has room 
for six passengers, the front seat 
in Hudson swinging and tilting 
design permitting easy access to 
the rear compartment without 
any division in the front seat 
cushion. The width across the 


Tourists Ship 


Record Total of 
Cars During *37 


WASHINGTON. — More Amer- 
icans shipped their cars abroad 
for vacationing along foreign 
highways in 1937 than ever before 
in history, the American Automo- 
bile Assn.’s foreign travel division 
reports, following a year-end 
check-up which showed a 34 per 
cent increase over 1936 in the 
number of cars handled. 


The continued strong gain in 
the volume of overseas motor 
travel was attributed by the AAA 
to a number of factors, the out- 
standing one being the increasing 
realization that the automobile 
provides an inexpensive, conven- 
ient, and highly flexible means of 
“seeing the world.” 

That foreign motor travel is at- 
tractive not only to the more 
wealthy motorist but also to per- 
sons of average income is shown 
by the AAA report that nearly 
one-third of all cars shipped com- 
prise the three most popular low- 
price makes. 

“Not only has foreign motor va- 
cationing come within the reach 
of the average pocketbook,” the 
statement said, “but through in- 
ternational agreements worked 
out by the AAA in co-operation 
with foreign motor clubs and for- 
eign governments, the amount of 
red tape involved in crossing 
borders has been reduced to a 
minimum. 


Plastics Travelcade 


NEW YORK.—The story of the 
development of the plastics indus- 
try will be told at the Rockefeller 
Center museum of science and in- 
dustry during March in a travel- 
cade produced by the Bakelite Corp. 
The exhibit will include a portion 
of the Yonkers Laboratory in which, 
in 1907, Dr. L. H. Baekeland de- 
yelones bakelite resinoid, marking 
the beginning of the industry. 


door is 55 inches, giving ample 
room for three passengers. Up- 
holstery is worsted boucle. 


The chassis is the standard 112- 
inch wheelbase with 83 horse- 
power engine and safety type hy- 
draulic brakes with mechanical 
reserve. The brougham body, 
like all other Hudson closed cars, 
is a complete steel unit. 


Cleveland Notes 
Marked Upturn 
In Car Sales 


CLEVELAND.—A marked up- 
turn in the market for both new 
and used cars since Jan. 15 is re- 
ported by Ernest S. Dowd, presi- 
dent of Dowd-Feder, Inc., Chrys- 
ler distributor here. 

As Cleveland, a city with a 
large number of small factories 
dependent on the automotive and 
steel industries for their orders, 
was very hard hit by the business 
recession, Dowd interprets this 
as a sign that a similar upturn 
may be expected nationally. 


“We have no used car problem, 
due to the fact that we have ad- 
justed our prices to present-day 
market conditions,” said Dowd. 
“In fact, we have advertised both 
on our showroom windows and 
in the papers for used cars. This 
has served a double purpose, in 
that it has stimulated both new 
and used car activity. One of the 
most important results has been 
to restore the confidence of the 
prospective purchaser. 

“There is an entirely new and 
more optimistic tone among the 
dealers in our territory. So far 
as the Cleveland district is con- 
cerned, we feel that the worst is 
over.” 


Youngstown’s Steel 
Output Shows Rise 


YOUNGSTOWN, O.— Youngs- 
town district steel output is ex- 
pected to rise a few points this 
week. 

Republic Steel Corp. resumed 
blast in its large No. 2 furnace 
to increase iron available for its 
Bessemer and reduce No. 5 blast 
furnace to slow operation to fur- 
nish hot metal instead of cold to 
the open hearths. 


Farrell Works of the Carnegie 
Illinois Steel Corp., idle last week 
while improvements were being 
made, has resumed with seven 
open hearths. Youngstown Sheet 
and Tube Co.’s Bessemer will op- 
erate to about midweek. Sharon 
Steel Corp. has dropped back to 
one open hearth operation. 


To feel the pulse of the industry, 
consistent reading of Automotive 
Daily News is a necessity. 





the 
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th Dimension 


The News of Automotive Advertising 


By Pete Wembhoff 


Aide 
Harry Frier, publicity director 
for De Soto past 18 months, this | 
week was named assistant adrec- 
tor of De Soto} 
divisions under 
Adrector Karl 
H. Bronson. To 
take new job, 
Frier resigned 
from J. Stirling 
Getchell, Inc., 
where he han- 
dled De _ Soto 

publicity. 
Prior to join- 
ing Getchell’s 
Detroit staff as 
De Soto pub- 
licity director, Frier was assistant 
manager of advertising for Chi- 
cago & Northwestern Railway, 
Chicago. Promoted new stream- | 
line trains, instituted company’s | - 
house organ and had charge of 
railroad’s exhibit at world’s fair 

in Chicago. 

Formerly worked on editorial 
staff of Chicago Evening Post, 
later going into publicity before 
joining railroad. 


Hobby 


To give home-town folks a 
looksee, Hudson Motor (Brooke, 
Smith & French) will bring 
its “Hobby Lobby” air show to 
Detroit for a broadcast Wed- 
nesday, Mar. 16, from Masonic 
aude. Station WJR, local out- 
let for chain, will ship program 
to OBS from 7:15 to 7:45 p.m. 
(EST). 

Coming from New York for 
the Detroit airing will be Dave 
Elman, originator and m. c. of 
“Lobby”; Harry Salter, Ork 
leader; Del Sharbutt, spieler, 
and Lewis R. Amis, radio di- 
rector of Brooke, Smith & 
French, who directs show. 


Swing 

H. M. Hempstead, Hupmobile 
adrector, is on a_ five-weeks’ | 
swing which’ll take him to most | 
of Hupmobile’s important dis- 
tributor and dealer points in the | 
northeastern part of the country. 

Purpose of trip is to present | 
a combined sales training and 
merchandising program to Hup- 
mobile dealers and salesmen in 
preparation for spring selling 
campaign. With aid of charts 
and other’ visual’ exhibits, 
Hemstead is staging a three- 
hour presentation on selling 
points of the 1938 Hupmobile at 
meetings attended by dealers 
and salesmen at each of the 
points he visits. 

He’s also familiarizing distribu- 
tors and dealers with Hupp’s 
projected spring advertising cam- | 
paign. A major share of this 
advertising will appear in daily 
newspapers, according to Hemp- | 
stead. 


Elected | 


Merle Sidener chosen chairman 
and treasurer of Sidener and Van 
Riper, Inc., Indianapolis, with 
Guernsey Van Riper as prez; 
Storey M. Larkin, executive vice- 
prez; William F. Kegley, vice- 
prez and secretary, and Dwight 
S. Reynolds, v.p. 

Larkin, Kegley and Reynolds 





Automotive 
On the Air 





(All Time, Eastern Standard) 


CHRYSLER—Thursday, 9:00 p.m., CBS. 
Major Bowes’ Amateur Hour. 
FORD—Tuesday, 9:00 p.m., CBS. 
‘“‘Watch the Fun Go By.’’—with Al Pearce. 
Sunday, 9:00 p.m., CBS. 
Ford Sunday Evening Hour. 
HUDSON—Wednesday, 7:15 p.m., CBS. 
“Hobby Lobby.” 
NASH—Saturday, 9:00 p.m., CBS. 
“*Professor Quiz.”’ 

PACKARD—Tuesday, 9:30 p.m., NBC (Red). 
“Hollywood Mardi Gras.” 
PONTIAC—Monday, Wednesday, 

p.m., CBS. 
“News Through a Woman's Eyes.” 


Friday, 2:00 


recently joined stockholders 


| group of agency and are also on 
| board of directors | 


| Spiffy 


issued a spiffy 
plugging mag’s 


ime has just 
mailing piece, 
dealer influence. 

With a_ transparent 
piece employs 
bordered page layout in gradu- 
ated sizes. Art theme is “influence 
to affect the actions of men.” 

Nicely done. 


Songsters 


Chevrolet (Campbell-Ewald) has | 
lined up flock of names to work | 


with Victor Arden ork on waxing 
of transcriptions for company’s 
recorded ether shows. 

So far signatured are Guy Rob- 


ertson, Ruth Carhart, Barry Mc- ! Duey. 


ce 


i 


give the folks in the back seat the same clear vision... 


M ANY THINGS about a car have 
to he “just right® before you have real 
riding comfort. Onc of these is the glass 
—it ought to be safety PLATE glass, 
finely polished, sparklingly beautifel 
in every window. Ordinary window 
glass can never match it, 

Many manufacturers, realizing the 


overlay, | 


an effective red- | vice-president, 


ADRECTOR EARL McGINNIS, of AC Spark Plug, 
as prez of Flint Advertising and Sales Club this week. 
Hartigan, 


were, left to right: Joseph J. 


was installed 
At ceremony 


vice-president, Campbell- 


Ewald Co., and prez Detroit Adcraft Club; Edgar Kobak, New York, 


Lord & Thomas Agency; Thomas H. Corpe, 


Buick’s 


adrector and former president of the club, and McGinnis. 


Marion Shelby, Ralph 
Claire Sherman, Aileen 


Kinley, 
Kirberry, 


| Stanely, Felix Knight, Lucy Mon- 
| roe, 


Jimmy Farrell, Irene Beas- 
ley, Howard Price, Lois Bennett, 
Barry Wood, Kay Thompson, Ray 
Heatherton, Sally Nelson, Morton 
Bowe, Shirley Howard, Jack 


Arthur, Josephine Antoine, James | 
Wilkinson, Evelyn Case and Phil | 


Se Mao cana a8 comecd bance 
ee oe Dealers selling cars 


aged Chic ago 


Heads 


Frank G. 
adrector of 


Eastman, former 
Packard Motor, 
succeeds late Glen Buck as 
president of Glen Buck Co., 
Chicago. Buck at one time had 
been adrector of Ford and 
Olds. 

Eastman, who formerly man- 
office of Erwin 


| Cornell 
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Wasey, will be abetted by Don- 
ald Denton as v.-p. and D. C. 
Samer, who continues as secre- 
tary-treasurer. 


Chatter 

Whipple & Black, Detroit 
agency, now handling account of 
Pioneer Specialty Co., subsid of 
Wayne Screw Products Co.... 


| Edward Van Riper named mana- 
| 

| ger 
| Sidener 


department of 
Riper, Inc., In- 
Clarence Fuller, 
of Fawcett group, 
joins Street & Smith in similar 
capacity. Shepard Spink, 
manager of Time’s Cleveland ad 
office, appointed assistant adrec- 
tor of mag; Frank Wilson suc- 
ceeds Spink as Cleveland man- 
ager. ... Among agencies using 
World Broadcasting records dur- 
ing 1937 were J. Sterling Getchell 
(Plymouth-De Soto), 3; Geyer, 
& Newell (Nash), 3; 
Roche, Williams & Cunnyngham 
(Studebaker), 2; and D. P. 
Brother (Oldsmobile), Campbell- 
Ewald (Chevrolet), Arthur Kud- 
ner (Buick), and U. S. Adver- 
tising (Willys) one each. 


media 
& Van 
dianapolis. 
ex-adrector 


of 


SLU Tao AESeLicih ae ti Te tS Ma Zola diate all) > ee 


through 


MOON am CS 


wavs,. 


importance of safety PLATE glans, 
put it in every window of the car at 
ne extra cost. You can always identify 
genuine safety PLATE glass in two 
- by its polished gleaming 
besuty, and by the hallmark of qual- 
ity shown at the right. Plate Glass 
Manolecturers of Americn, 
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Car’s Insurance Coverage 
Now Necessary on Invoices 


By Charles B. Barr 
Staff Correspondent, ADN 

BRIDGEPORT, Conn—New 
regulations of the state depart- 
ment of motor vehicles, designed 
to stamp out the bootlegging of 
surplus new cars through used 
car outlets, and to prevent mis- 
representation of insurance cov- 
erage included in finance charges, 
were explained to 200 new and 
used car dealers at a meeting 
here this week. 

The gathering, sponsored by 
the Bridgeport Automobile Deal- 
ers’ Assn., was one of a series of 
12 being held throughout Con- 
necticut. 

Edwin B. Pratt, head of the 
MVD Dealer-Repairer Licensing 
Bureau, said his division now re- 
quires that all applications for a 
new car dealer’s license must be 
accompanied by a written state- 
ment from the factory, distrib- 
utor or dealer with whom the 
applicant has a selling agreement. 

“Under no circumstances may 
current model new motor vehicles 
be handled,” Pratt declared, “un- 
less this statement is on file and 
only the specific makes handled 
as outlined in such statement. 
Notice of a change in the make 
of car handled must be imme- 
diately transmitted to the depart- 
ment.” 

All Data Necessary 

Every sale must be evidenced 
by an order signed by both buyer 
and seller as well as an invoice 
upon delivery, Pratt said. The 
invoice must contain the follow- 
ing information: 

1. Name, motor and _ serial 
number of motor vehicle sold. 

2. Year of model (this to be 
established by a recognized refer- 
ence book). 

3. Deposit, if any. 

4. Cash selling price. 

5. Finance charges, if financed. 

(a) If these charges do not in- 
clude insurance, the words “no 
insurance” must appear at this 
point. 

(b) If these charges include in- 
surance a statement must appear 
at this point giving the exact 
type of coverage. For example: 
(Insurance for fire, theft and $50 
deductible collision for the bene- 
fit of the customer during the 
period of the contract). 

6. Allowance on motor vehicle 


traded in, if any, and description 
of same. 

7. Stamped or printed in large 
letters on the face of both order 
and invoice either of the follow- 
ing forms: 

(a) “This 
guaranteed.” 

(b) “This motor vehicle is guar- 
anteed” (followed by a _ specific 
statement as to-the exact terms 
of said guarantee). 

Pratt declared it illegal for 
dealers to do their own financing 
or to place car insurance -With a 
company not licensed to do busi- 
ness in Connecticut. He assailed 
the practice of padding finance 
charges. The department will en- 
deavor to stop the practice of 
dealers “planting” display cars at 
gasoline stations, he said. 

Aimed at Junkers 

Many “jaloppies,” the speaker 
said, have remained on the road 
in Connecticut after being sold 
for junk by dealers, because the 
dealers failed to report the sale 
to the motor vehicle department 
as required by law. A car re- 
ported sold for junk cannot be 
registered until it has undergone 
a rigid inspection. He pointed 
out that such junkers are often 
traded over and over again, with 
some dealer going overboard. 


Pratt said that in the past four 
years, the number of licensed car 
dealers, new and used, in Con- 
necticut has risen from 900 to 
1,700. He predicted, however, 
that the number would drop back 
to about 1,200 this spring. Four- 
teen dealer licenses have been 
suspended during the past year, 
and two revoked. A total of 221 
hearings have been held. 

Test Plans Outlined 

Wilbur L. Cross jr., chief en- 
gineer of the department and 
head of the statewide compulsory 
inspection program, outlined plans 
for the spring inspection period, 
opening Mar. 1. 

Carl R. Lane, executive secre- 
tary of the Connecticut Automo- 
tive Trades Assn., who is travel- 
ing “around the circuit” with 
Pratt and Cross, described the 
tic.” He said that the associa- 
tion would study their effect 
closely and a statewide meeting 
would be called in the late spring 
if it was necessary. 


motor vehicle not 
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A Group of Fine Hotels featuring 
Unusually Corhfortable, Modern Rooms, 
Good Food, Carefully Prepared and Served, 

and Reasonable and Uniform Rates 





Conn. Anti-Bootlegging Law Explained to Dealers 





CAPTAIN JACK KNIGHT, veteran United Air Lines pilot, with 
18,000 hours in the air to his credit, stopped off in Detroit this week 
to interview William E. Holler, Chevrolet general sales manager. 
As an air transport passenger, Holler boosted air travel from the 
standpoint of comfort and time saving. Knight, in his 20 years of 


service, has flown farther than 
2,400,000 miles. 


any other pilot in the world— 





Hard Work Puts Dealer’s 
Used Car Dept. in ‘Black’ 


Special to Automotive Daily News 

KANSAS CITY.—In a used car 
situation where dealers have 
reached the point almost of de- 
spair, one Kansas City dealer has 
pushed his used car sales over to 
the black side of the ledger— 
after several months of being “in 
the red’—with a report of sales 
as good as a year ago. 


The “act of magic” has been 
performed by Robert L. Armacost, 
president of Armacost Motor Co., 
Studebaker distributorship in the 
Kansas City territory. The “magic” 
lies in the fact that, with other 
dealers reporting used car sales 
at the lowest point in their ex- 
perience, Armacost has been able 
to bring his own sales back to a 
“paying basis” without cutting 
prices or staging spectacular sales. 

The Armacost organization, in 
handling the Studebaker line, 
naturally comes into possession 
of many used cars in the range 
of $400 to $800—the range that 
most generally is hardest to move 
for all dealers. The company for 
years has had a policy of recondi- 
tioning all cars above the “junk” 
class. 

This policy, over a period of 
years, has built public confidence, 
so that Armacost last fall, after 
several months of “red” used car 
business, took over the direction 
of new and used car sales, opened 
a “used car salon” in connection 
with the new car department, 
placed the usual “white elephant” 


Hope Dashed for New 


Mass. Insurance Laws 


BOSTON.—AII hope of a change 
in the compulsory automotive in- 
surance law in Massachusetts 
seemed ended this week when 
both the senate and house of 
representatives killed 15 bills in 
one action the same day. 

There is one loophole left. The 
Boston Automobile Club has a 
bill similar to the national law 
sponsored by the American Auto- 
mobile Assn. that is yet to be 
heard. The insurance companies 
favor that bill, and it has a 
clause that ends saying it “super- 
sedes any other automotive in- 
surance legislation now in force.” 
Yet there is much doubt about it 
getting accepted, at least this 
year. 


Set Chrysler Parleys 


DETROIT.— Negotiations for a 
new contract between the Chrysler 
Corp. and the UAW have been set 
for Mar. 14, according to R. J. 
Thomas, UAW vice-president in 
charge of Chrysler locals. The pres- 
ent contract expires Mar. 31. 


Fred W. Rinshed 
DETROIT.—Fred W. Rinshed, 
president of the Rinshed-Mason Co., 
which developed a pearl essence 
paint which was the automobile 
vogue several years ago, died here 
Tuesday of pneumonia. He was 57. 





range of used cars in this salon 
and took the sales away from the 
“used car department” and turned 
the new car salesmen loose on 
them. 


Armacost’s theory is that, if 
enough contacts are made, enough 
demonstrations given, and enough 
real hard work done, that sales 
will be the result. Working side 
by side with his men—on the floor 
or out hustling prospects—he put 
this theory to a test that has re- 
sulted in increased sales — in- 
creased to “normal” with the 
bookkeeper again using black ink 
in the ledger. 


The used car salon is arranged 
so that it has all the attractive 
features usually found only in the 
new car division. The cars dis- 
played “look like” new cars and 
the display is arranged to attract 
people driving along the street. 


Canadian Show Likely 


To Precede N. Y. Event 


TORONTO.—The national mo- 
tor show of Canada, which usu- 
ally follows immediately after the 
New York show, at which most 
new models make their debut, is 
likely to precede the American 
exposition in 1938. 

Because the Royal Winter Fair 
opens the week after the New 
York show closes, it is considered 
likely that the directors of the 
Canadian Automobile Chamber 
of Commerce will decide on the 
week of Nov. 5-12 as the most 
suitable for Canada’s premier 
display of 1939 models. Nothing 
definite has yet been decided, 
however. 


Chris Sinsabaugh’s sparkling 
“Sparks” column is read by the 
“wide-awake” in the industry. 


Sales Rise Seen 
By Knudsen On 
Midwest Swing 


KANSAS CITY.—William 5S. 
Knudsen, president of the General 
Motors Corp., accompanied by R. 
H. Grant and L. P. Fisher, vice- 
presidents of the _ corporation, 
spent Tuesday visiting GM deal- 
ers here. 

Unannounced, the party went 
from place to place, often talking 
with salesmen on the sales floor 
for several minutes before their 
identity was discovered or their 
presence known to company of- 
ficials. There was also a visit to 
the corporation’s plants here and 
a dinner at noon with agency and 
division officers at the Muehle- 
bach hotel. 

Knudsen said that in his visit 
with dealers in many cities, he is 
satisfied that conditions gradually 
are improving. “Even the used 
car situation is showing some im- 
provement,” he said. “I have 
talked to many dealers in all 
parts of the country, from the 
top rank to the bottom, and 
things don’t look quite so black.” 


H. A. Harvey Appointed 


USL Vice-President 
BUFFALO.—Resignation of R. 
T. Pierson as vice-president of 
USL Battery Corp. and the ap- 
pointment of H. 
A. Harvey to 
that position, in 
full charge of 
activities at the 
Niagara Falls 
plant, is an- 
nounced by 
company offi- 
cials. 

Harvey has 
been associated 
a with USL since 
H. A. Harvey 1912. After serv- 

ing in various 
capacities in the engineering, 
service and sales departments, he 
became sales manager of the 
company’s replacement sales di- 
vision, which position he held 
until December, 1935, when he 
was appointed assistant to the 
vice-president. 


Night Traffic Accidents 
Cited by GE Engineer 


HARRISBURG, Pa. (UTPS).— 
Arthur F.. Loewe, General Electric 
Co. engineer and a member of 
Gov. Earle’s highway safety coun- 
cil, told the Engineers’ Society of 
Pennsylvania at a meeting last 
week that while night-time traffic 
constitutes only 20 per cent of 
the total traffic in 24 hours, it 
accounts for 60 per cent of the 
fatal highway accidents. 

He said night traffic accidents 
have increased 28 per cent since 
1930, while day fatalities have 
decreased 11 per cent, 


THE WEATHERMAN HAS A FAVORITE 


Day after day he beams upon Atlantic City...bless- 
ing it with bright, brisk, invigorating weather. 

Winter vacationists, too, have their favorite hotel 
...the Ambassador. Large, cheerful rooms overlook- 
ing the Atlantic, incomparable cuisine and impec- 
cable service. Every entertainment facility. 


ECONOMICAL WINTER RATES 
Special rates for children 


The Ambassador 


ALWAYS OPEN 
Sn -ATELARBTIIEC: CITY 
WILLIAM HAMILTON, Managing Director 


New York Office—551 5th Ave. 
Telephone Murray Hill 2-4277 
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Wholesale Car Financing Rises 10% During 37 


Smaller Increase Shown 


In Retail 


Special to Automotive Daily News 
WASHINGTON. Wholesale 
financing of motor vehicle sales 
during the last full calendar year 
soared toward the $2,000,000,000 
mark, the census bureau disclosed 
late this week. It announced that 
the total for the 12 months of 
1937 was $1,886,677,016, an _ in- 
crease of more than $183,000,000 
or 10.7 per cent over the previous 
year, the total for which was $1,- 
703,583,548. The comparisons are 
based upon reports from 456 
identical financing organizations. 
Retail financing, in contrast, 
showed slight increase, the total 
for last year being $1,720,664,940 
on 4,199,756 cars, against $1,715,- 
981,150 on 4,263,761 cars for the 
calendar year 1936. The volume 
of retail automobile receivables 
outstanding at the end of last 
year, as reported by 224 or- 


°37 Studebaker 
Exports Smash 
Two Records 


SOUTH BEND.—Two sales rec- 
ords made 1937 an outstanding 
year for the Studebaker Export 
Corp. 

First, in October more Stude- 
baker cars and trucks were 
shipped abroad than in any 
month since Studebaker entered 
the export field. 

Second, truck exports for the 
year reached a new top—two and 
one-half times the previous high 
year, 1936. 

Studebaker export volume in 
the year just closed was 25 per 
cent in excess of 1936, a year 
which showed an increase of 
331-3 per cent over 1935. The in- 
crease of 65.4 per cent for 1937 
over 1935 is considerably more 
than double that registered by 
the industry as a whole for this 
two-year period. 


New Appointments 


Made by Goodrich 


AKRON.—E. T. Campbell, for- 
merly assistant manager of 
petroleum sales at the Akron 
headquarters of the B. F. Good- 
rich Co., has been transferred to 
New York City as assistant man- 
ager of petroleum sales in the 
eastern division. 

He succeeds William Sewall, 
recently named manager of the 
petroleum sales department with 
headquarters in Akron. Morris A. 
Starr, Atlanta petroleum sales 
representative, succeeds Campbell. 


Plant Nearly Ready 


LA CROSSE, Wis.—Construction 
work on the new plant of the Allis- 
Chalmers Mfg. Co. here has been 
almost completed and production is 
expected to start there on a gradual 
scale about Mar. 1 


Transactions 


ganizations accounting for 94.6 
per cent of the total volume of 
retail financing amounted to $1,- 
120,226,647. 


During 1937 there were 1,740,- 
833 retail financings of new cars 
for a total of $1,031,839,170, or an 
average of $595 per car, against 
the 1936 record of 1,900,324 cars 
for $1,103,104,430, or $580 per car 
average. 

Retail financing of used cars 
amounted to $2,439,503 vehicles, 
for a total of $681,494,548 or an 
average of $279 last year, against 
2,336,617 cars, totaling $603,206,- 
249, an average of $258 in the 
previous year. 

Wholesale financing last De- 
cember totaled $138,979,163, 
against $185,578,504 in December, 
1936. Retail financing in that 
month showed an even more 
serious slump, 215,953 cars, valued 
at $90,678,890, an average of $420, 
against 347,357 vehicles, valued at 
$148,100,585, an average of $426 in 
December, 1936. 


New car sales financed at re- 
tail in December totaled 80,556, 
valued at $51,297,099, an average 
of $637, against the December, 
1936, total of 165,823 cars, valued 
at $97,119,776, an average of $586, 
in December, 1936. Used car sales 
financed last December totaled 
134,246, for a value of $38,951,205, 
an average of $290, against 179,- 
356 cars, valued at $50,074,883, an 
average of $279 in December, 
1936. 


Appeal Ordered in Pa. 
Hours Limit Decision 


HARRISBURG, Pa. (UTPS).— 
Gov. George H. Earle on Wednes- 
day afternoon made an unex- 
pected move when he ordered 
Attorney-General Charles J. Mar- 
giotti to appeal immediately from 
a decision handed down by Judge 
W. C. Sheely, of Adams county, 
in the morning in Dauphin county 
court rendering the 44-hour week 
law inoperative in the state. 


The restraining order is a 
blanket injunction that eliminates 
any possible enforcement of the 
law and was granted in a tax- 
payers’ suit against the act, which 
also applies to the automobile in- 
dustry in Pennsylvania. 


Kill Diversion Bill 
COLUMBIA, S. C.—The house of 
representatives 
bill sponsored by Reps. Harris, May, 
Grant, 
counties two cents of the six-cent 


gasoline tax rather than the one} 


cent they now receive, thus thwart- 
ing another attempt to divert a 
larger share of the state gas tax 
from the state highway department 
to county treasuries. The proposal 
was similarly rejected by the house 
last year. 


William Ogg Fitzgerald’s famous | 


| cartoons appear exclusively in Auto- 
| motive Daily News. 


Record Registrations Aid 
Replacement Tire Market 


AKRON.—The movement of au-| 


tomobile registration to a new) 
record high of 29,650,000 units has 
considerably bettered the market 
for replacement tire sales, it is} 
declared by S. B. Robertson, 
president of B. F. Goodrich. 
About 29,100,000 renewal casings 
were sold in 1937, or about 1.03 for 
each of the 28,221,291 cars and| 
trucks registered Jan. 1, and a 
similar ratio in 1938 would mean | 


sales of about 30,600,000 replace- | 


ment tires in the current year, 
Robertson said. This is an in- 
crease of 1,500,000 casings. 
“Naturally, the present business 
recession may impair consumer 
purchasing power and throw this 
estimate out of line,” Robertson 


said. “However, the experience of 
the past depression indicates that 
many unemployed continued to 
operate automobiles and hence 
bought tires. It is significant that 
| in 1933 about 30 per cent of the 
families with no income at all 
| owned automobiles, according to 
a@ survey by the Automobile Manu- 
| facturers’ Assn. 

“Should the possibilities for an 
upturn in replacement tire sales 
| materialize in 1938, it will be very 
helpful to tire manufacturers be- 
| cause renewal sales account for 
| roughly 60 per cent of total tire 
business, and therefore constitute 
the most important single factor 
in the industry’s activities.” 


this week killed a/| 


Wasson and Wilson to give | 





A FRONT VIEW OF THE MODERN dealership recently remodeled by the T. C. McCutcheon 
Chevrolet Co., St. Petersburg, Fla. It marked the second expansion in the last few years, occasioned 
by increased business which has been brought about by up-to-date merchandising and service. 


Measures to Cut Motor Toll 
Suggested in U. S. Survey 


Murphy Sees Slump 


At End by March 1 

LANSING. — Governor 
Frank Murphy declared here 
Friday that information 
from “leaders in the auto- 
motive industry” indicates 
that a pick-up in automotive 
employment by March 1 is 
almost certain. 

Murphy said that the in- 
formation was based on the 
results of a survey just 
completed “by two of the 
larger automobile com- 
panies.” He said that re- 
ports to him indicated sharp 
improvement in the used 
car situation and that pro- 
duction has already reached 
its lowest levels. 


New Licensing 
Law Pondered 
In Fort Wayne 


FORT WAYNE, Ind.—An or- 
dinance is before the Fort Wayne 
common council to regulate the 
sale of automobiles and calling 
for licensing of dealers. 

Among the provisions of the 
proposed ordinance are the fol- 
lowing: 

Creation of a committee on 


| automobile dealers’ licenses, to be 


composed of the chief of police, 
the city controller, the city at- 
torney, a member of the common 
council, and two dealers to be 
appointed by the Fort Wayne 
Auto Trades Assn. 

All applicants for dealer 
licenses, which will cost $25, are 
required to be residents of the 
state of Indiana. 

Each licensee shall keep a 
record of each motor vehicle or 
used part which is purchased, 
taken or received by dealer. 

Fines for violation of the law 
are not less than $1 nor more than 
$100, with revocation of license 
depending on hearing before com- 


~ | mittee on licenses. 


N.J. Speeds Inspection 


For ‘Guaranteed’ Cars 
NEWARK, N. J.—Through the 
efforts of William L. Mallon, exec- 
utive secretary of the New Jer- 


sey Automotive Trade Assn., 
arrangements have been effected 
with the state motor vehicle de- 
partment to expedite inspection 
of automobiles purchased under 
guarantee to pass state compul- 
sory motor vehicle inspection re- 
quirements. 

Under the arrangement, which 
is beneficial to both dealer and 
purchaser, an invoice stamped 
with the guarantee is presented 
at any one of the state’s 28 test- 
ing stations and the vehicle is 
sent through the examination 
lanes without the formality of 
waiting for the post-card sum- 
mons being sent all registered 
vehicle owners. 


Special to Automotive Daily News 

WASHINGTON.— Measures 
recommended to reduce the high- 
way accident toll are described 
in a report made to congress this 
week by the U. S. bureau of pub- 
lic roads. The report, based on 
extensive field studies, is pub- 
lished in six parts as House Doc- 
ument No. 462 and covers the fol- 
lowing subjects: 

Part 1 presents a picture of the 
basic differences in traffic laws 
in the various states. Drivers 
passing from state to state are 
subject to varying road rules, 
control devices and laws, which 
they are apt to violate through 
sheer ignorance, the report says, 
“for no human being can mem- 
orize differing rules for 48 states.” 

Among other things, this report 
covers the differences in state 
motor vehicle administration, 
registration, licensing, liability, 
traffic control devices and rules 
of the road, and vehicle require- 
ments. 

Part 2 shows the dire need of 
analyzing accident causes. in 
order to prevent future accidents, 
and the importance of studying 
physical aspects of a case before 
evidence is destroyed. The dif- 
ficulties of investigating accidents 
immediately, particularly in rural 
areas, are outlined, together with 
a description of methods used by 
trained accident investigators. 


Part 3 is closely related to Part | 


2. It pictures the variations and 
inadequacies of motor vehicle ac- 
cident reporting throughout the 
United States. Of the 48 states, 
it is pointed out, only 15 require 
accidents to be reported imme- 
diately to a central state agency, 
19 have no central control, and 
14 require no report. 

Part 4 deals with another nhase 
of accident prevention. It is 
based on experience in the 15 
states» having st»te-wide motor 
vehicle perio“ic inspection laws 
for all motor’. vehicles. Two 


‘Big 





tables are*included. Table 1 sum- 
marizes inspection practices and 
results of inspection in these 
states. Table 2 gives a digest of 
principal equipment requirements 
in each state, together with a 
digest of the requirements in the 
Uniform Motor Vehicle Code, for 
purposes of comparison. 

Part 5 analyzes the case his- 
tories of 1,715 fatal highway ac- 
cidents from the 1936 official 
records of representative states 
and cities. It shows the distribu- 
tion of accidents by hour and by 
day, by type of accident and ve- 
hicle, by age, experience and sex 
(women drivers were involved in 
only 6 per cent of the accidents, 
but the percentage of women 
drivers and their mileage is un- 
known). The report also shows 
the causes of accidents whether 
by driver, passenger, pedestrian 
or highway conditions. 

Part 6 discusses the accident- 
prone driver. A total of 29,531 
drivers were studied and com- 
pared. 

The study showed that in the 
general population of drivers 
there is a small group that is 
definitely accident-prone and a 
much larger group that is just as 
definitely accident-free. Further- 
more, according to the report, 
one can read the past and pre- 
dict the future of these accident- 
repeaters. With this small but 
lestructive group trained, dis- 
ciplined or removed from the 


| highway, the accident total would 


be greatly decreased. These de- 
stroyers constitute only about 4 
per cent of the driver population 
but they cause 36 per cent of the 
accidents. 

Another finding is that a driver 
is more likely to have an accident 
soon after being in an accident. 
Youths between the ages of 17 to 
21 years are involved in nearly 
twice as many accidents as the 
same number of’ average drivers, 
it was shown. 


Four’ of Necessities 


Now Includes Automobiles 


WASHINGTON.—There is now 


a Big Four of family necessities 
in the American way of living. 
The newcomer among the tra- 
ditional three—food, housing and 
clothing—is the automobile. Dis- 
closure of its exact position in a 
great cross-section of American 
life came in the findings of a 
WPA survey. 

The survey covered 110,000 
families in 66 farm counties, 140 
villages and 19 small cities. Dr. 
Louise Stanley, head of the 
bureau of home economics of the 
agriculture department, in sub- 
mitting the report, said that food 





everywhere is the biggest single 
item of family spending, with 
clothing, rent or household opera- 
tion and the automobile next in 
order. In many farm areas, she 
said, the family car ranks im- 
mediately after food. 

A surprise of the survey was 
that while it was expected to re- 
veal radios in half of the farm- 
houses only 25 per cent were 
found so equipped. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 
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ASTE Forums to Replace 


Used Car Stocks Drop; 
Sales Continue Spotty 


DETROIT. — Improvement in| 
general conditions, plus extra | 
efforts directed by newspapers | 
and dealers, continue to exert an} 
appreciable effect on both used | 
and new car sales throughout the | 
country, an ADN survey of major | 
markets reveals this week. 

Sales are somewhat spotty, but 
stocks are generally lower than 
for some time. Dealers are 
more optimistic than for several 
months, and expect continuance 
of the current upswing until 
spring, when they anticipate re- 
turn of concerted buying. 

Following are concise reports 
on conditions in various locali- 
ties as reported by ADW staff cor- 
respondents: 


Philadelphia 
By Gladys Sanville 
Staff Correspondent, ADN 

PHILADELPHIA. — Improved 
general conditions, combined with 
extra pressure being brought to 
bear on used car promotions, are 
beginning to have effect on Phila- 
delphia automotive sales. Special 
campaigning by newspaper and 
radio advertising, with special 
emphasis on the used car end, 
has started to break the “buying 
ice,” and February sales are be- 
ginning to show some concrete 
results of these efforts. 

William P. Berrien. executive 
secretary of the Philadelphia 
Automobile Trade Assn., reports 
many dealers are in a better 
position than they were, and that 
car sales, particularly in the used 
ear end, are definitely better than 
they were three weeks ago. 

A newspaper survey indicates 
that dealers are _ successfully 
liquidating used car stock to the 
point where new car sales will 
soon be favorably affected. 


Seattle 
By D. M. Trepp 
Staff Correspondent, AID)N 

SEATTLE.—No improvement is 
noted the past week in either new 
or used car sales. Sales are run- 
ning around 50 per cent behind a 
year ago. 

Used cars are moving, but not 
as rapidly as dealers would like. 
Some co-operative advertising is 
being done. 

The trend is still toward the 
better used car, rather than the 
new models, and there are still 
‘some 1937 models to be had. 





Newark 
By Bethune Jones 
Staff Correspondent, ADN 

NEWARK, N. J.—A continued 
upswing in used car sales and a 
noticeable gain in new model 
sales is strengthening the hope 
of New Jersey automobile deal- 
ers that business may soon be 
normal again. 

Earlier gains reported in used 
car movement have been further 
improved upon, according to Wil- 
liam L. Mallon, executive secre- 
tary of the New Jersey Aytomo- 
tive Trade Assn., and there is 
much basis for belief that im- 
provement will continue. 

While used car inventories are 
still inclined to “top-heaviness,” 
investigation reveals that later 


| Coming Events 


MARCH 


10@-11—Washington. SAE National Aeronautic 
Meeting. 
14—Cleveland. SAE diesel meeting. 
{5-(8—Pittsburgh. Tri-State Automotive In- 
dustries Show. 
28-30—Detroit. SAE National Wassenger Car 
Meeting. 





APBIL 


13-15—Cieveland. National 
Meeting. 
14-15—Milwaukee. 
Meeting. 
20-22—-Dalias. American Chemical Society. 
» 28-29--Cleveland. SAE Section Regional Trans- 
portation and Maintenance Meeting. 


Petroleum Assn. 


SAE National Tractor 


JUNE 


12-17—White Sulphur Springs, 
Summer Meeting. 


W. Va. BAE 


model automobiles are _ selling 
more freely, and it is believed 
that with the gradual reduction 
in fear of “lay-offs” among work- 
ers of the 
cheaper automobiles will be sold. 


Akron 
By A. L. James 
Staff Correspondent, ADN 

AKRON, O.—Although the last 
few months of 1937 showed a large 
loss in automobile sales, the last 
10 days of February have shown 
a really worthwhile increase that 
has gladdened the hearts of all 
of Akron automobile dealers. Go- 
ing back to the first seven days 
of January, Akron boasted only 
a registration of 77 used cars, 
while the same seven days of 
February show a registration of 
286 used cars and an interesting 
highlight of these sales is the 
surprisingly large amount of cash 
sales that were interspersed with 
time deals. 


Timely and forceful used car 
advertising coupled with the fact 
that Akron buyers have discov- 
ered it is a buyers’ market and 
that used cars are selling at 
figures even more advantageous 
than in the so-called depression 
years of 1930 to 1933, have both 
contributed to this very pleasing 
increase for February and deal- 
ers in this section are looking 
forward to a continuation of this 
spurt, especially now that winter’s 
grip seems to have been relaxed 
on this territory and a normal 
increase in car sales can be ex- 
pected. 


Harrisburg 
By G. E. Shelley 
Staff Correspondent, ADN 

HARRISBURG, Pa. (UTPS).— 
Automobile dealers of Harrisburg 
and environs report that sales in 
new and used cars are maintain- 
ing about the same level as the 
previous week. Dealers are con- 
tinuing to advertise heavily in 
newspapers in an effort to clean 
up their used car stock. The past 
week, business was reported far 
below the sales for the same 
period of 1937. 


ADN’s editorials present an au- 
thentic interpretation of news vital 
to the industry. 


Figures supplied by R. L. Polk & Co. with 


Total, 12 States 
__ for January 
Colorado 
Connecticut 


Idaho 


Indiana 


lower salaried class, | 





Used Car Index 


The average used car 
prices, taken from the Used 
Car Selling Prices chart 
appearing in ADN’s Pink 
Sheet weekly, shows the 
following for weeks ended: 


High Low 
February 5 ....$572 $501 
February 12 .... 564 434 


The average prices cover 
all makes and models, from 
all cities listed in ADN’s 
chart. 


ADN’s weekly estimates of car and 
truck production, appearing in the 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 


Usual Technical Sessions 


DETROIT.—A departure from 
the usual form of _ technical 
society sessions will characterize 
the first annual membership con- 
vention of the American Society 
of Tool Engineers, to be held 
coincident with the Machine and 
Tool Progress Exhibition, Mar. 
9-12 in Convention Hall here. 


Technical sessions will be con- 
fined to evenings, in order to 
leave the daytime free for in- 
specting exhibits at the show and 
for plant visits. At each evening 
session, discussion will be con- 
fined to one major topic of live 
interest to production men, the 





presentation being in the form of 
a forum on the subject. 

J. R. Weaver, director of equip- 
ment, Westinghouse Electric and 
Manufacturing Co., will be chair- 
man of both technical forums, 
which will be held at Con- 
vention Hall Annex, next to 
the exhibition. Featured speaker 
at the Society’s annual dinner 
Friday night, at the Hotel Statler, 
will be Ralph Flanders, president, 
Jones and Lamson Machine Co. 


ADN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of 
events throughout motordom. 


NEW COMMERCIAL CAR REGISTRATIONS 


STATES 


"38 
"37 
38 
37 
38 | 
37 | 
"38 
"37 
38 | 
37 | 
38 | 
"37 | 
"38 
37 
"38 
"37 
38 | 
371 
38 | 
371 
"38 
"37 
38 | 
87 | 


31 
18} 


Total 11 States 
for January 
Colorado 
Connecticut 
Idaho 
Indiana 
Missouri 
Minnesota 
Montana 
Nevada 
New Hampshire 


New Jersey 


Oklahoma 


~ 
~~ 


24 
55 


1980 
3027| 
134 
154 
62 
159 
68) 
82| 
284 
405 
542 
| 672 
246 
249 
117 
167 
27 
19| 
21) 
79| 
392! 
358 


1 
2 
1 
5 


3 
| | 
25 
14 5 
42 1| 
13 
28 
2) 
6 


1 7 








9 








national 


846 
1259 


327 
455 
21 
39 
24 
46 
15 
12 
51 
88 
74 
96 
29 
46 
19 


19| 


} “ 
34) 


1678| | 
12 


2961| 
135 
239 
84) 
208) 
66 
74| 
208 
485 
352 
543 
288 
402 


282 
261 
2) 215) 
3| 3) 259) 
2 | 106| 
8 1| 150) 
4| | 65 
4) 94| 
8 
4 


‘ 
14 
125 
162 


| 





71\ 
129 10 
13) 2 
20! 1 


300 
417 





51) 
40) 


200 


217| 


3 


208) 


267| 


110) 
105! 





38 | 
"37 1 
"381 
‘B7 I 
38 | 
371 
"38 | 
°87 

38 | 
37 | 


Pennsylvania 
Rhode Island 
South Dakota 


Washington 





81) 


~ Total, 26 States 
85) 


for January 


160 
210) 
10 
13] 
24) 
10 


371 
785 51| 
34| 2 
45| 4 
65/ 3| 
48| 2 


35) 
9 


213 
401) 
20 
11) 
55 
80 


339 
728 
29) 
90 
47| 
62| 





! 
l 44 2| 
65 


ili; 2 
| 204| 5} 





63) 
96 


75 


5 
186] 42 3 





1439) 52) 
1819| 91! 


20| 4654, 185 
29| 6670) 439) 





2255) 
3060! 


814! 
1175) 


3929 
6900 


12 
42) 





NEW PASSENGER CAR REGISTRATIONS 


1904 
4429 
77 
187 
57) 
294 
39 
82| 
235 
716, 1 


"38 
"37 
"38 
37 
"38 
37] 
"38 
187 
38 
"37 


842 
1047| 
31) 
50| 
33 
83 
17 
25 
110 
185 


909 
1272! 
42 
81| 
28) 
75| 
21) 
22 
99 
219 


9 





Minnesota 
Montana 
Nevada 


New Jersey 





Oklahoma 





Pennsylvania 





Rhode Island 





South Dakota 


Washington 


Total, 25 States 
for January 


—————— 


125 
289 
39 
135 
8 

38 
315 
907 1 
92 
157 
492 1 
1528 
22 
153 
52 
70 
81 
169 
3538 
9154 


63 
89 


14 
23 
4| 

7 
103 


38 | 
37] 
"38 
787 
38 
37 | 
"38 | 
37] 
38 j 


84 
122 
30 
62 
10 
18 
130 
264 188 
36) 34) 
"37 | 44 43! 
"381 =. 299) 168) 
87] —-549| 436] 
38 | 25) 16 
37] 651 48 
38 | 9| 7 
37 | 25) 7 
66 45 

15 56 

1788| 1487 
2893| 2287 





37] 
38 1 
‘87 ] 





19 


4362 


3187 


8219 


Chevrolet 


135 
203 


a 
135 6 
= 26 


8017 
16108 
303 | 
788 | 
255 
1039 
160 | 
274] 
1077 
2949 
657 
1267 
160 | 
512] 
47 | 
139 | 
609| 1157 506 
327| 2686 553} 
267 429 | 146| 
338 582] 130 


2443 
2898 


108 


360 
153 
470 
137 
587 

83 
145 
633 
829 
385 
767 

77 
292 


25 
76 


222 19 
30 
41| 


19 
1 


319) 
434 
222) 
256 
57 1| 
94 1 
27 
41 
56| 
57) 
12) 
5| 


8775, 
14131 
393 
574 
211 
533 
195 1 
350 
1137 
2168 
6| 1083 
17} 1080 
232) 
590 
42) 
97 
972 
1127 
816 
730! 


exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


1790| 14837 
3233| 23867 
47, ‘637 
143] 984 
62; 504 
236] 1242 
32; «278 
7 oa 
211; 1954 
645| 3839 


241 
451 
4 
17 
15 
41 


1453 
2951 
80 
109 
58 
191 
20 
23 
237 
520 9 
129, -*195| «1647 
223] 278| (1878 
29 28, +349 
91 87| 874 
13 14, —*100 
16 16]__178 
268, 384| 2226 
487] 625] 2946 
120} -109)—«1214 
146, 149] 1177 
3287 


35 
53 
12 
24 

2 
11 

4 

3 
40 
97 
11 
17 








120! 2079] 680) 58 
5700] 867) 88| 
174] 58) 8 
675] 122| 9| 
164] 53 | 

61) | 


265] 
353 | 103} 5 
188 6| 


699 | 
15032] 4884 327 
33683] 6042 430 


111 
409 


96! 
163| 
161 
399 


349 


1625 
2954 
134 
388) 
266 1 
353 
294 
639 
16175 
25714 


64 
165 
11 
17 


433 427 
1007 952} 6033 

45 33) 289 
163 104| 803 

24 22 366 
2| 44 36 496 
10) 77| 70} 559 
13| 226 138} 1210 
451| 2986 3424) 28247 
911} 6195| 6690] 45982 

















As N. J. Continues Tests 


Special to Automotive Daily News 
TRENTON, N. J.—With the 
novelty worn off, New Jersey’s 
compulsory motor vehicle inspec- 
tion program is 
now being ac- 
cepted by the 
public as just 
another law, ac- 
cording to opin- 
ion expressed 
here. 

In contrast to 
the hundreds of 
complaints 
which less than 
a month ago 

piled high upon the desks of the 


state motor vehicle department, | 
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Opposition Simmers Down 


one recent day brought 129 letters 
commenting on the tests, only 
five of which complained. 
Rejections of vehicles submitted 
for inspection still averages the 
same as the first week, about 55 
per cent, indicating the increased 
business reaped by 
since the tests started. 
The latest figures available re- 
veal the 28 
have conducted 273,318 tests. Of 
the cars submitted, 69,185 were 
| approved on first examination and 
89,806 rejected. Vehicles approved 
on re-examination totaled 82,925 
and there were 25,409 rejected on 
re-examination. 
Defective headlights 





repairmen | 


inspection stations | 





continue | 


to comprise the principal rejec- 
tion cause, while improper brake 
equalization ranks second. Head- 
lights with too great or too little 
candlepower were third in rejec- 
tion causes, with defective tail 
light or stop lights fourth. 

Complaints which still persist 
against the inspections principally 
are concerned with failure of the 
department to include evening in- 
spections for the convenience of 
those finding it difficult to get 
their vehicles to a testing station 
during working hours. Changes 
in the testing schedule to meet 
these complaints are considered 
probable as the program con- 
tinues. 


ADN has over 200 correspondents 
in strategic points throughout the 


| United States and the world, to keep 


its readers in step with march of 
events throughout motordom. 





26 STATES FOR JANUARY, 1938-1937 


STATES 


38 
37 
38 
87 
"38 
"37 
"38 
*B7 
"38 
"87 
"38 
id 
"38 
"37 
"38 
37 
"38 
*37 
"38 
*B7 
"38 
*B7 
"38 
*B7 
38 
87 
"38 


"37 


11 States 

for January 
Colorado 
Connecticut 
Idaho 
Indiana 
Missouri 
Minnesota 
Montana 
Nevada 
New Hampshire 
New Jersey 
Oklahoma 
Pennsylvania 


Rhode Island 


Plymouth 


Studebaker 


33 
50! 


43 
41) 


| 
9 
4| 4 
5| 8| 
9 7 


7| 
15 
7 
11) 


144 
40] 
14 

s 
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2| 1| 
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16 
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1 
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3 


22 
29 





7 
5| 1 
14 
18| 





6| 
5 
| 
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_ 
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1376 
1812 
9 3) 
4| 17) 
8| 2| 
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3 
7 1045 
4 
4) a 

5| 1| 3] 
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3 6 


1015 
| 11 
1 5 
! 
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70 
217 
1194 
1284 
622 


695 


i 
or Gt) bo 


} to 





1426 
2668 


“nd 
— Hire 








’38 


"37 


South Dakota 





38 
87 
°38 
"BT 


Washington 


Total, 26 States 
for January 


3) 
4) 3 
9| 2 | 
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172 


2 


_— 
o~ 
—— 


6) 6] 6 
3| 3| 5| 9 638 
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115| 368) 100) 4 
44 


187; 102| 147] 10] 


14482 
21382 


61) 


45! 


137) 
186) 


112] 


92| 
151] 


102| 





25 STATES FOR JANUARY, 1938-1937 


Complete cumulative figures appear each week until all 48 states are shown. 


States previously shown are: Arkansas, 


STATES 


z 


° 
- 


8342 
14924 


°38 
87 
38 
"87 
38 
87 
38 
87 
38 
87 
38 
37 
"38 | 
37 I 
°38 | 
37 | 
38 
87 


Total, 12 States 

for January 
Colorado 
Connecticut 
Idaho 
Indiana 
Minnesota 
Montana 


Nevada 


New Jersey 


Delaware, 


1224 
2151 
1188 
1384 


1085) 
1663 


Illinois, Maryland, Missouri. North 


FORD 


110 
157 
4 
11 
12 


8732 
15320 
412 
698 
272 
609 31) 
137 10 
272 5 
1270 8 
2182 63 
1226 11) 
1426 14| 
141 2 
392 4 
36 2 
90 3 
1135 18 
1716 28 


390) 


393 
682 
260) 
590 
129) 


262 


19 
12| 


8 
10 
46 
31 
38 
129 12 
378 

30 

85 


6 
5| 
50) 
53 


Carolina, 


241| 


NON-AFFILIATED 


a 


| 


| 110) 
141| 





1| 


335 | 


59 | 


370 | 


| 





| 
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Passenger Car Registrations 


25 States for January, 1938-1937 


MAKE 
Chevrolet 
Wee < eka 
Plymouth . 
Buick . 
Dodge 
Pontiac . 
Oldsmobile 
Chrysler . 


Packard .... 


De Soto... 
Studebaker 
Hudson ... 
Nash 


Lincoln 
Willys . 
Graham 
Hupp 


| Cadillac-LaSalle 


Pierce-Arrow ........ 
Miscellaneous ........... 


TOTAL 


| *Gain. 





| 
| 
| 
| 


109 | 


195 | 


| 
| 
| 
| 


| 
| 


ADN Production 


Fstimate 


All but one 
plant were in 
production this 
week, resulting 
in a slight gain 
in the current 
week’s produc- 
tion, the total 
being esti- 
mated by ADN 
at 58,031 units 
compared with 
a revised total 
of 57,390 last 
week and 81,- 
282 last year. 
General Mo- 
tors’ total 
showed a slight 
gain to 21,401; 
Ford held 
steady at 17,- 
000, while 
Chrysler divi- 
sions turned 
out about 9,750 
jobs. Packard, 
with 1,300 
units carded, 
moved to the 
fore among the 
independents. 


eee 
| SRR SARE NE EERE ENR RI RS ERENT 


546 
1024 
22 
35 
28 
71 
38 
57 
132 
293 
91 
107 
24| 
58) 
4 
15| 
113 
148 
51 


328 
276 
16 

36) 
9 


83) 
27'| 


North Dakota, South Carolina, Utah, Virginia, West Virginia and District of Columbia 


34797 
60797 
| 1516 


6 
215 


2794 
| 1197 
8344 
| 677 


2 
1 
2 


1170 

4751 
10164 
3879 

oon 

759 

300 

204 

477 

5057 
828 9 
2737 


2 
11 





Unit 

Loss 
9,539 
11,594 
11,130 
1,158 
5,616 
3,266 
3,209 
1,105 
1,090 
800 
936 
2,236 
628 
563 
*28 
122 
160 
*29 
15 
257 


Pos. 
| 2 
1| 
3 


1938 Pos. 1937 
1; 25,714 
2| 27,428 

19,349 
6,042 
9,154 
6,690 
6,195 
2,893 
2,722 
2,287 
2,307 
3,583 
1,993 
1,341 
718 
765 
409 


18 
282 





66,523 119,890 | | 53,367 


Ford Case Opens 
In Kansas City 


KANSAS CITY. — Hearing of 
charges against the Ford Motor 
Co., filed by the CIO, were opened 
here Monday before P. H. Mc- 
Nally, of Washington, a trial 
examiner for the national labor 
relations board. The hearing is ex- 
pected to last at least three 
months. 


Testimony was started with H. 
C. Doss, Ford manager here, as 
the first witness. Paul Nachman 
of Washington, a labor board at- 
torney, questioned Doss, trying to 
establish one of the charges that 
the Ford Motor Co. “paid” the 
Kansas City police for protecting 
Ford workers during the strike. 
Doss denied this, saying that the 
plant had issued meal tickets to 
officers while on duty “as a cour- 
tesy.” He denied the company per- 
mitted police officers to buy cars 
at special discounts or that the 
company provided a Christmas 
tree for the policemen on duty at 
the plant. 


Would Up Age Limit 
TRENTON, N. J.—A bill to raise 
the age limit of automobile drivers 
from 17 to 21 years has been intro- 
duced in the New Jersey legislature 
by Assembly Minority Leader Fred 
W. Devoe. 


ane167A 


BAR STOCK 
FEEDERS... 


GIVE IMPROVED PERFORMANCE 


In mass production machines, 
especially those used in metal 
cutting, one of the hardest worked 
parts is the feed finger that feeds 
the bar stock. Constant abrasion 
of the bar stock causes extreme 
wear and ultimately affects the 
ability of the feed finger to con- 
tinue its job. A series of experi- 
ments made by the Eastern Ma- 
chine Screw Corp., has finally 
produced a line of feed fingers 
that meets the requirements of 
high wear-resistance, resistance 
to shock, fatigue resistance, un- 
failing spring tension, etc. These 
fingers are fabricated from a 
case-hardened 314 per cent Nickel 
steel. To obtain the proper de- 
gree of gripping pressure, each of 
the “Type K” feed fingers is de- 
signed for a specific stock size, 
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thus permitting a design that 

conforms to the work and results 
in a uniformity 
of heat treatment 
and character- 
istics. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York. N.Y. 
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Street Debates Likelihood of Car Price Reductions 


Car Shares Take 
Erratic Path But 
Volume Is Slight 


By C. J. Alexander 
Wall St. Correspondent, ADN 

NEW YORK.—Wall Street still 
is arguing the question of a gen- 
eral price revision on automobiles 
before the spring selling season 
gets under way. This may ex- 
plain in part at least the con- 
tinued policy of watchful waiting 
by investors toward the automo- 
tive shares, 

The Business Trend Analysis, 
issued by Shields & Co. on Feb. 
15, contained the following com- 
ment: 

“The automobile surveys all 
agree that the reduction in steel 
prices should hasten cuts in auto- 
mobile prices. The expectation 
of such lowering of quotations of 
itself will tend to hold back buy- 


ing and just as soon as one com- | 


pany starts after business by 
making price concession, the 
others will follow. In less than a 
month, the usual best sales period 
of the year starts, so efforts to 
attract buyers cannot be delayed 
much longer.” 


Frazier Jelke & Co. had the! 


following to say: 


“Drop of $4 a ton in cold rolled | 
sheets revived talk of spread in| 


motor car price cutting, but the 


reduction in steel means a saving | 


of only about $2 in cost of aver- 
age automobile, and Detroit 
seems to think any new conces- 
sions would be limited to models 
competing with Packard. 
son’s low point in automobile pro- 
duction is expected to be reached 
this week. March output may 
average better than 60,000 cars a 
week.” 
/ United Business Service says, 
in part: 

“Reduction of steel sheet prices 


will be of definite benefit to the | 


automobile industry. It will en- 
able manufacturers to make an 
appreciable saving in car costs, 
and is a step toward lower retail 
prices, 

“The $100 price reduction by 
Packard was a surprise to the 


industry. That some lowering of | 


prices in general would tend to 
increase car buying is unques- 
tioned. However, other manufac- 
turers have so far taken the posi- 
tion that lower retail prices must 
hinge on the ability to reduce 
costs. 

“Lower steel prices are a step 


in this direction, but labor costs | 


also must be brought more into 
line. The automobile industry in 


Goodyear’s Net 
Hits $7,257,287 


AKRON.—Net consolidated op- 
erating earnings of the Goodyear 
Tire & Rubber Co. for 1937 after 
all prior charges, including taxes, 
depreciation, and interest, but 
before adjustments, totaled $17,- 
600,029. After providing $10,- 
342,742 to reduce commitments, 
inventories of raw materials, and 
rubber and cotton content fin- 
ished products to the lower of 
cost or market, net profit carried 
to earned surplus amounted to 
$7,257,287. 

The board of directors declared 
the regular dividend of $1.25 per 
share for the first quarter of 
1938 on the company’s $5 con- 
vertible preferred stock. This 
dividend will be payable on Mar. 
15, to holders of record Feb. 25. 
A dividend of 25 cents per share 
was voted on the company’s com- 
mon stock, payable Mar. 15, 1938, 
to holders of record on Feb. 25. 


Steel Rate Advances 


NEW YORK.—The operating rate 
of steel companies will be 31.0 per 
cent of capacity for the week end- 
ing Feb. 19, compared with 30.7 per 


cent one week ago, 29.8 per cent one | 
month ago and 81.6 per cent one | 


ear ago, according to American 
ron and Steel Institute. 


Sea- | 


| 
general appears resigned to al 
comparatively poor year in 1938 
both for sales and profits. How- 
ever, car makers are now looking 
ahead to 1939 and planning 
sweeping changes in design to as- 
sume consumer appeal.” 

In the meantime, stocks of the 
automotive companies pursue a 
somewhat erratic course despite 
the small volume of trading. In 
fact, the price changes are un- 
usually large when compared to 
the volume, indicating a think | 
market. 

In the latest week covered by 
the ADN stock price averages, 
the net change in automotive 
issues was very small although 
in the course of the week prices 
moved up and down over a range 
of several points. 

The ADN averages for the 
week ended Feb. 16 compared as 
follows with the week preceding 
and a year ago: 

Year 
Ago 


Last This 


Week Week Change 





—0.49 
—0.65 52.67 


cocccen 48 93.98 50.92 


«+ -23.76 23.11 


24 motors 
10 car-truck cos. 
10 parts-accessories 20.31 20.31 0.00 42.47 
4 tire-rubbers --20.36 20.94 +-0.55 45. 

Among the dividends declared 
are the following, all payable Mar. 
15: 

Raybestos-Manhattan, 37% 
cents; Clark Equipment, pre- 
| ferred, $1.75; Libbey-Owens-Ford, 
25 cents; Goodyear, common, 25 
cents, and preferred, $1.25. 


Final earnings statements for 
last year are beginning to make 
their appearance. They are so 
scattered thus far, however, that 
they do not give a true picture of 
the 1937 results for the industry 
as a whole. 





Ford Will Spend 


$450,000 on Cranes 


ALLIANCE, O.— The Morgan 
Engineering Co. and the Alliance 
| Machine Co. here have been 
awarded orders approximating 
hero by the Ford Motor Co. 
| Seven cranes will be of the 
|50 and 60-ton type, and three 
others will be of a larger variety. 
| Local Ford representatives said 
} at least three months’ work will 
| be added to jobs already on hand 
at the two plants. 


Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Friday, Feb. 25 (2:44 p.m.)—After having gone 
forward in early trading today on the momentum of 
yesterday’s advance, stocks of the automobile industry 
gave way along with other equities following the presi- 
dent’s comments on prices and monetary policies at his 
press conference. Losses were limited to fractions, how- 
ever, when compared with yesterday’s close. 


New Technique Appearing 


Court Disallows 
| Bids in Sale Of 


| Auburn’s Assets 


SOUTH BEND, Ind.—All bids 
for sale of certain assets of the 
Auburn Automobile Co. have been 
rejected by Judge Thomas W. 
Slick of the United States Dis- 
trict Court for northern Indiana, 
at South Bend. In giving his de- 
cision, Judge Slick said that the 
bids were not sufficient to cover 
the value of the assets offered in 
the sale and decided that the 
Auburn concern shall run its own 
automobile parts service. Should 
this arrangement fail then the 





In UAW Contract Parleys 


DETROIT. — New technique is 
appearing in current UAW con- 
tract negotiations with automo- 
bile equipment companies here, 
The Wall Street Journal believes. 
Instead of last year’s high pres- 
sure methods for quick consum- 
mations of agreements, the union 
is now showing a disposition to 
allow negotiations to string along 
in the apparent hope that condi- 
tions later on will provide a more 
favorable basis for bargaining, 
the Journal states. 

“To date, relatively few new 
contracts have actually been 
signed, although conversations 
are proceeding intermittently with 
a sizable number of companies,” 
the Journal reports. “In two or 
three instances, the union has ob- 
tained a temporary extension of 
its last contract in order to obtain 
more time for renewal negotia- 
tions. This arrangement is now 
being asked of Chrysler Corp., 
whose contract expires on Mar. 
31 and with whom negotiations 
are scheduled to begin early next 
month. 

“Of new contracts signed with 
the UAW by companies having 
listed stocks, seven are known to 
provide wage readjustments. Most 
of these include a reduction of the 
guaranteed minimum hourly wage 
rate and restoration of a modified 


piece rate payment system. In 
most instances, this means guar- 
anteed hourly wage rates with a 
bonus for individual production 
above certain specified amounts. 

“Under this system, average and 
above average workers will be 
able to maintain or increase their 
weekly earnings while inferior 
workers will be obliged to improve 
their output or suffer a reduction 
in income. In a number of plants, 
restoration of this wage plan has 
apparently been welcomed by a 
majority of workers. 


“However, the official union po-| 
sition is still strongly against this | 
system. Concessions thus far have 
been almost entirely with com- 
panies whose operations are only 
partially in the automotive field. 
A stiffer front is being maintained 
in negotiations with companies 
exclusively engaged in automotive 
parts production. . 

“These latter, on the whole, are 
somewhat less aggressive in the 
drive for wage reductions than 
companies in partial competition 
with manufacturers of non-auto-| 
motive products.” 


ADN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of 
events throughout motordom. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, FEBRUARY 18, 1938 
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bids will be reopened, Judge Slick 
said. 

There had been three bids for 
the assets which included the ad- 
ministration building and 1.53 
acres of land on which its stands; 
personal property which includes 
the remaining stock of auto parts, 
materials and accessories neces- 
sary for reproduction of parts for 
Auburn and Duesenberg cars; 51 
used and repossessed cars; right 
to use the name of “Auburn Ser- 
vice and Parts Co.” and sole right 
to manufacture and sell Cord, 
Auburn and Duesenberg auto 
parts. 


New Equipment 
Will Cost Mich. 
Plants $65,000,000 


DETROIT.—New plant equip- 
ment purchases by companies in 
the Detroit area may reach the 
startling total of around $65,000,- 
000 this year, if present plans are 
carried through, according to 
Ford R. Lamb, executive secre- 
tary of the American Society of 
Tool Engineers. 

‘The figure was compiled follow- 
ing a check among membership 
of the ASTE in manufacturing 
plants in Detroit, Pontiac, Flint, 
Saginaw, Bay City, and Lansing. 
Similar checks are now being 
made in other parts of the coun- 
try through the society’s 14 chap- 
ters, with a view to determining 
maximum projected and mini- 
mum new production equipment 
requirements in the mass produc- 
tion industries. 


The minimum figure for ma- 
chinery, tools and production 
equipment, which will be re- 
quired for re-tooling alone, by 
companies in the Detroit area, 
runs between $15,000,000 and $20,- 
000,000, according to Lamb. 


Trend Away from Taxing 


Car as General Propert 
WASHINGTON.—Althoug 
many states still tax automobiles 
under general property tax laws, 
the trend is away from this prac- 
tice, a survey made by the Na- 
tional Assn. of Assessing Officers 
reveals. One of the main reasons 
is that on the whole the admin- 
istration of such tax laws has not 

been successful. 

A report issued by the U. S. 
bureau of public roads in 1931 
showed that only 60 per cent of 
taxable motor vehicles were even 
listed, and of this number only 
60 per cent actually paid taxes. 


Rubber Tonnage Up 

NEW YORK.—Consumption of 
crude rubber by manufacturers in 
the United States during January is 
estimated to be 29,429 long tons, 
which compares with 29,160 long 
tons during December, 1937. January 
consumption shows an increase of 1 
per cent over December but 42.1 per 
cent under January a year ago, ac- 
cording to the Rubber Manufactur- 
ers’ Assn. Consumption for Janu- 
ary, 1937, was 50,818 long tons. 


Foundry Reopens 
PONTIAC.—The Wilson Foundry 
& Machine Co. resumed operations 
this week, according to Charles E. 
Wilson, manager. Employes had 
been on strike. 
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grey | Business Offers 


| New Program for 


B Chris 
y Sinsabaugh 


(Continued from Page 1) 
somewhat of a veteran despite | | 


light commercial vehicles, a busi- 
ness coupe and a sports roadster. 
He actually got started in January | 
and today, while he has not 
reached the production he had 
set out to get, he is at least 
breaking even, I’m told, held 
back somewhat by failure to get 
all the materials he wants be- 
cause of labor troubles in some 
of the plants of his suppliers. 
Bantam is now running the | 
assembly line five days a week 
and turning out from 25 to 35 
units a day. That’s breaking even 
financially. At 40, Vice-President 
Frank Fenn tells me, Bantam 
will make money. 

* + 


THAT WAS the situation when 
I went to Butler for the open 
house on Tuesday when I wit- 
nessed a most remarkable sight. 
The attendance was limited to 
the home folk and evidence of 
the faith the Butlerites have in the 
Evans enterprise was had in the 
fact that out of a population of 
23,000, more than 5,000 visited 
the plant, not to sip tea and 
enjoy refreshments but just to 
watch the operation of building 
Bantams. Three Wise Men of 
Butler, who publish Butler’s 
daily paper, had made their 
Eagle scream so vociferously that 
only the halt and lame stayed 
home. The 5,000 came to see 
what had come out of the Ban- 
tam egg hatched by Roy Evans 
and his associates and Rube Gill. 

ok *x ab 


BECAUSE of a vicious corn on 
my little left toe and a naturally 
lazy disposition, I did not go 
through the plant with the mill-| 
ing thousands. Instead I sat in| 
Frank Fenn’s easy chair and let 
him tell me about Bantam oper- 
ations. I learned that before 
Jan. 1, the only production had 
been a few chassis to fill export 
orders—some 40 in all. The first 


* 





domestic shipment of commercial 
jobs' and cars totaled eight and 
went to Atlanta early last month. | 


Then Rube Gill, production head, | 


went to work in earnest and 
since then the plant has been 
operating five days a week, al- 
most a record in the automobile 
industry at the present time. 

* * * 


BANTAM NOW has good rep- | 


resentation in all states east of 
the Mississippi, on the west) 
coast and in Texas. In the plains 
states not so good, but making 
progress. The day I was there 





an export order for 326 units 
came in. Unfilled orders which | 
have been approved by the fi-| 
nance companies are reported to 
total 1,000, with 5,000 more that 
are being investigated. Between 
Jan. 10 and Feb. 10 Fenn says 
the company gained $81,000 in| 
cash. It is said that it will take | 
five weeks to fill those 1,000 or- 
ders, which have been turned in 
by Alex Olander, general sales | 
manager. 


This Olander, by the way, is 


@ WANTED! 


Ambitious young men under 
85 years of age who have 
had at least two years of 
experience selling new or 
used cars at retail and who 
have had at least two years 
experience as a field rep- 
resentative for an auto- 
mobile manufacturer’ or 
automobile distributor. 


Please reply in your own 
handwriting to Box 148, 
Automotive Daily News, 527 
New Center Bldg., Detroit, 
Mich, 


his youfgish looks, having served | 


seven years with Studebaker, 


part of which time he 


+ * * 


USED CARS are not a problem | 


they’re a business. If a prob- 
lem exists, it’s a sales problem. 
And a sales 


problem can be | 


solved. Such is 
Chapter 1, para- 


graph 1 of the} 


credo of Court- 


ney Johnson, | 
gentleman of | 


decided views 
and 
who sits behind 
the desk of 
Nash’s_ general 
sales manager. 


C. Johnson L 
That being the 


| way he looks at it, he proceeded 


to put in practice what he had 
been preaching by promoting a 
used car sales campaign for his 
conditioned-air Nash _ dealers, 
which started the first of this 
month. 


that the elements of any sale are 
simple—offering the right mer- 
chandise, offering it at the right 


market, 
followed in his long career of 
peddling new cars to dealer out- 
lets. The basic principle of 
course is common sense in sales 
methods. 
a‘ * + 

AFTER THE first 10 days of 
the used car campign it looks as 
if this Courtney Johnson knows 
his psychology, for reports from 
Nash distributors show that in the 
first 10 days of February used car 
sales were 41 per cent better than 
in the same 10 days of February 
a year ago. And this isn’t all. 
Because Nash distributors, deal- 
ers and salesmen had to stir their 
stumps to make good with the 
home office in this promotion, 
they found that not only did they 
up their used car sales, but they 
also showed a substantial increase 
in new car sales. During the first 


year. 
+ od * 

AFTER READING the book of 
rules that GSM Johnson sent out 
in connection with this used car 
drive, I find, among the 23 ideas 
advanced, several unique ones 


| that must have helped a lot in 
in- | 


rolling up that 41 per cent 
crease. For instance, the idea of 
offering 253 prizes, including a 


couple of Nash-built automobiles, | 
for the competition of the pros- | 


pects. It was a simple contest 
in that all that the prospect has 
to do is, in 25 words or fewer, 


tell “I bought my used car from | 


(dealer’s name) because 
And whoever buys is asked to 
give the names of a couple of 
friends who also might be in- 
terested. By tieing up the Nash 
dealer as one of the essentials 
of competing for these prizes, the 
prospect necessarily is obligated 
to buy his used car from a Nash 
dealer rather than go to a com- 
petitor. 
* 
PROF. QUIZ, Nash’s voice over 
the air, (circulation, 10,000,000), 


* * 


is doing a swell bit of pitchin’ | 


for the team in his weekly plugs 


but to my mind the outstanding | 


bit of originality in the whole 
campaign is the idea of weekly 
parades of used cars through city 
streets in which new conditioned- 
air Nashes act as drum majors 
while driver and occupants of the 
new cars wear straw hats and no 
coat. Which carries across the 
big Nash idea of winter comfort 
made possible because of condi- 
tioned-air, which gives one a 
whiff or two or three from the 
Sahara desert while wintry winds 
blow outside. 


worked | 
under Sales Chief George Keller, | 
a fine teacher who had an apt | 
| pupil. 


opinions, | 





He applied sales prin-| 
ciples in his thinking, declaring | 


| price class, 
| 10 days of February, they sold 20| 
per cent more new cars than in| 
the same period in January, this | 


| 1938 delivered prices. 


‘e 


, + aha 


AT PRESIDENT CARDENAS’ direction, Mexico feted the per- 
sonnel of General Motors “Parade of Progress Exposition” and execu- 


tive staff of General Motors de 


Mexico while the “world fair on | 


wheels” visited Mexico City recently. Left to right, Senorita Estella 
Franco, niece of Dr. Jose Siurob, who represented President Cardenas; 


John M. Jerpe, director of exposition; Dr. Siurob; Ivan C. Dresser, | 


president, General Motors de Mexico, and Senora Siurob. 


In This Corner-- 


‘How to Move °Em...‘ 


o 


(Continued from Page 4) 


Used Car Index 


rolet while the lower medium 
covers Hudson-Terraplane, Hud- 
son 6, Nash LaFayette, Nash 
Ambassador, Dodge, Chrysler 
Royal, De Soto, Pontiac, Olds and 
Studebaker sixes. 

Using these two price 
groups, I have taken the 


class 
last 


| three NADA used car guides for 
|this district K (December, Janu- 
~ Ss : | ary, February) and have analyzed 
price and offering it in the right | 
a credo which he has | 


the book value (four-door sedan 
models only) of the above listed 
ears in their respective group 
»ver the last six-year models, 
1932-1937 inclusive, using as a 
base (100 per cent) the average 
of the factory delivered prices of 
sedans in the above price classes. 
For example, in the low-price 
class the average of the factory 
delivered prices of the Willys, 
Ford, Chevrolet and Plymouth, 
1938 sedan models, is $726, the 100 
per cent base for this (and every 
other) district. The average of 
‘he book values, in this district, 
of these same 1937 models (Feb- 
ruary guide) is $536, which gives 
us an index of 73.8. In the Detroit 
district, the 1937 average might 
be $484 which would give that 
listrict a 66.6 index (which of 
course is another way of saying 
the 1937 sedan models, in the low- 
has two-thirds the 
book value of the 1988 sedan 
model delivered prices. 
Range of Index 

Using this same simple formula, 
[ have averaged up the sedan 
book values of each of the six- 
year models in each price class 
grouping and related the average 
to the 1938 factory delivered 
price (as the constant of 100) as 
shown on the attached sheet how 
they relate by year models to the 
It shows 
how the past year models index 
in the lower medium price group 
has a higher trade index than in 
the low-price class, but that the 
second year model (1936) right 
down to 1932, loses its value (has 
a lower index) more rapidly in 
the lower medium price group 
than in the low-price group. 

You issue 52 Pink Sheet edi- 


| tions yearly which would permit 


you (if you recapped by each of 
the 12 NADA districts) to give 


| the dealers located in each dis- 
| trict a quarterly used car index 


for their area. 

ADN today is of course recog- 
1ized as the leading and current 
co-ordinator of ideas to help this 
great business and I do believe if 
your paper would take the initia- 
tive in compiling a useful used 
car index by price class groups 


by districts, it might add another | 
in stabilizing the toughest | 


itep 
end of this business. 
moreux, vice - president 

Motors, Inc., Pueblo, Colo. 


O. A. La- 
Central 


POSITION WANTED, by party having 
25 years experience as District Manager, 
Retail Sales Manager and Branch Man- 
ager, both Cars and Trucks. Have been 
with present employer for 15 years. Best 
of references and excellent reason for 
wishing to change. Address Automotive 
Daily News, 527 New Center Bldg., De- 
troit. Box 149. 


| Used Car Plan 
enough off of the 
dealers in over-allowances 
trade-ins for the past 15 or 20 
years to enable him to pay this 
extra $25 on his new car pur- 
chase. He is also going to profit 
through safer driving conditions. 
If all cars were advanced $25 
in price, it would not curtail new 
car sales so the plan would not 
cost automobile manufacturers 
anything, with the exception of a 
little additional bookkeeping. 


automobile 


sums indicated would give the 
dealer an opportunity to junk 
cars according to his stock. 

A dealer’s greatest used car 
loss is invariably in the final 
trade-down. He usually takes in 
a car that should bring from $50 
to $75, and these are the ones we 
find that we hang on to for 
months. They clutter up our lot, 
and finally we have to lump them 


seven dollars apiece. 
Balance Runs High 
A salesman spends just 
much time selling a $50 car as he 
would selling a $500 car. 
usually gets a $10 down payment 
from the purchaser of this type 


the balance runs unusually high. 


as a service customer, as he 
apart or does his own work on it. 
His credit rating is such that you 
cannot give him credit. 
final analysis it is the low-priced 
used car and the type of buyer it 
attracts that gives a dealer the 
most trouble and causes. the 
greatest loss. 

I have been an automobile deal- 


certain that if the manufacturers 
would unite in carrying out the 
above suggested plan that they, 


motoring public, would benefit by 
it.—Leo P. 
Motor Co., Clinton, Ia. 
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NCE you step inside the 
Roosevelt, the tumult and the 
shouting die. Around you is dig- 
nity, quiet. At your command 


a ae we 
is Service——-perfect, unobtrusive 


/ 


Guy Lombardo and Or- 
chestra nightly in Grill 


Dine ‘neath the Hendrik 
Hudson Room's noted 
Wyeth murals. 





* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
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In the | 


er for the past 24 years, and am | 


as well as the dealers and the | 
| taled 


McEleney, McEleney | 


| 
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Industrial Peace 


(Continued from Page 1) 
tions act to provide employers 
with redress in labor disputes and 
condemned coercion in any form. 
Specifically, the committee 
recommended that the act be 
amended to provide that neither 


| the legislation nor its administra- 
| tors favor any particular form of 


labor organization; that employes 


| be insured freedom in self-organ- 


| mended 


ization; that employers as well as 
employes be permitted to invoke 
the services of the labor board; 
that the fact-finding and judicial 
duties, now combined in the pres- 
ent board, be separated; and that 
the rights and obligations of em- 
ployes, employers and their repre- 
sentatives be defined more spe- 
cifically, thus eliminating discre- 
tionary findings of such rights 
and obligations by the labor 
board. 

The committee also recom- 
creation of agencies 


| which would exercise conciliatory 


on | 


Junking out for the various | ‘ : 
| industries. 


He | 


of car, and the cost of collecting | 





This type of buyer is of no value | 


and fact-finding powers through 
which both employer and employe 
could seek voluntary arbitration. 
Shortly before the recommenda- 
tions were submitted, the house 
labor committee reported that it 
was preparing to consider a new 
minimum wages and maximum 
hours bill retaining essential fea- 
tures of the bill already rejected 
by the house. Major change pro- 
vides for the creation of boards 
which would govern labor stan- 
dards and pay scales in certain 


Big Superhighway 
Project Will Get 
Congress’ Hearing 


WASHINGTON. With spon- 


, | sors’ hopes running high, particu- 
off to some junk dealer for six or | . Age = t. 


larly because of a sympathetic 
White House attitude toward 


| their plans, the eight billion dol- 
as | 


lar superhighway project’ will 
reach the stage of congressional 
hearings next Wednesday. 

On that day the senate banking 
and currency committee will be- 
gin hearing arguments on the bill 
introduced by Senator Robert J. 
Bulkley, of Ohio, which would 


|authorize start of a transconti- 


either runs the car until it falls | 





Carrying on “T.R.'s’ tradition 


THE 


ROOSEVELT 


Bernam G. Hines, Managing Director 
Madison Ave. at 45th St,, New York 
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nental network of high speed 


|highways designed to speed up 


traffic and provide work for the 
unemployed. 


The greatest encouragement 


| Bulkley has received came this 


week when President Roosevelt 
disclosed that he is actively study- 
ing the program. 


Car Toll Drops 


WASHINGTON.— Deaths caused 


| by motor vehicles in 129 major cities 


during the week ending Feb. 5, to- 
142, 56 fewer than in the 
corresponding week of last year, ac- 
cording to a report of the U. S. 
bureau of the census. 


Here you'll find the Roosevelt's 
traditional hospitality, every 
convenience you could wish for, 
and the perfect, unobtrusive 
service of a well-ordered home. 


f. 


Cocktail in any of half-a- 
dozengay,intimate spots. 


Red Cap service under- 
ground directly from 
Grand Central 
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Stromberg Automotive 
Carburetors 


Bendix Mechanica) and 
Hydraulic Brakes 


Bendix Finger-Tip Gear Shifting 


Bendix B-K Controlled 


Vacuum Power Braking 
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PERFORMANCE 


Persuasive salesmen all know that people respond most readily when ap- 
proached first with the known, then with the unknown—first with the 
proved, then with the problematical. 

They know Bendix Products, as you do. Your judgment made Bendix 
Products world leaders. Good performance has kept them high in public 
preferment. Start your new-car layout with Bendix units, and add the 
“rabbits”’ later! 

The fact—definitely provable—that Stromberg Carburetion, Bendix 
Hydraulic or Mechanical Brakes, Bendix B-K Power Braking and Bendix 
Finger-Tip Gear Control, will jointly or singly enhance the performance 
and the sales appeal of your motor cars and trucks, is something too 
important to ignore in the critical selling season ahead. 

A telephone call to Bendix, South Bend, will place every facility for 
co-operation we possess at your command. 


PRODUCTS CORPORATION 


SOUTH BEND, INDIANA 





